






[ uN 
we, eet PNG a ao 


The Newspaper And the Industry 


E 


\ 


p DUE: 








Vol. 18, No. 2735 


In Two Sections 
Section One 


DETROIT, SEPTEMBER 7, 1942 


$4 Per Year, 15¢ Per Copy 





‘Industry y Maps ‘Save- Mechanics’ Drive 





Sparks 


I Check With Nash 
Ads to Help Dealers 
Pierce’s Long Range View 
Post War Ideas 








By 
Chris Sinsabaugh 





T THE time “Mr. Sparks” was 

conducting his quiz program 
last spring, he asked Frank Pierce: 
“What's Nash going to do for its 
dealers now that the automobile 
industry as such is dormant for the 
duration?” The vice-president in 
charge of sales of 
Nash - Kelvinator 
then outlined his 
policy, which in- 
cluded the 
“monthly income 
plan,” which gave 
financial succor 
to dealers who 
were determined 
to stick it out. 
Under this plan, 
Nash dealers 
were enabled to 
draw monthly 
cash advances against their frozen 
cars. This was one of the first 
efforts to offer concrete financial 
assistance to dealers, a plan that 
inspired similar moves on the part 
of other companies and which also 
was incorporated soon afterward 
in the dealer-aid program of the 
RFC. 





Frank Pierce 


* * * 


BACKING UP the “monthly in- 
come plan,” Pierce also had his 
field force in operation, calling on 
the dealers, pepping them up on 
the possibilities of materially cut- 
ting down overhead through service 
operations, suggestions that have 
kept many of them in business, 
and strengthened their hope of 
surviving the rigors of wartime. 

Further pump-priming now is in 
evidence this fall with the starting 
of a big advertising campaign by 
Nash, planned to carry through for 
a full year, and which, it is 
thought, will inspire its dealers to 
continue the good fight. 


* * * 


PIERCE ADMITS he has no 
products to sell, yet he figures that 
his company has plenty to sell in 
the way of building for the future. 
The campaign, he says, is planned 
“in the interests of the war effort, 
the future of its dealers and the 
protection of its name.” 


“Our primary intention,” he de- 


clares, “pursued with all the vigor 
we can, is to maintain and to in- 
crease, for the future profit of 


Nash dealers, the public esteem for 
the company’s product. The ful- 
fillment of this objective, in turn, 
is based on the present ‘selling job’ 
we have and how successfully we 
do it. The kind of salesmanship 
that helped make the automobile 
industry great has an important 
function in the war effort. We've 


got our share of the nation’s whole 
war effort to sell and the American 
way of doing things to sell. 

(See SPARKS, Page 23, Col. 


No 
1) 





In This Issue 


Automotive Washington ....Page * 
Dealers Tell Me............. Page 

I on. os esas ean Page 3 
Ordnance & Aircraft News..Page 2 


Inside Storage 
Demanded for 
Frozen Cars 


Loans Denied, Vehicles 
May Be Requisitioned if 
New Rules Disobeyed 


WASHINGTON. — New 
regulations for maintaining 
frozen cars—including a stip- 
ulation that vehicles must be 
stored inside—were issued 
last week by four governmental 
agencies, OPA, RFC, WPB, ODT. 

Enforcement of the regulations 
will be made through forbidding 
dealers to charge the 1 percent 
monthly premium, by RFC refusal 
to buy up the cars next year, and 


Not Hard 
and Fast... 


New government regula- 
lations stipulating inside 
storage for frozen new 
cars, while stringent, can- 
not be considered hard and 
fast rules, it is admitted 
by authorities. 

As in the case of other 
governmental orders, there 
will have to be exceptions 
to the rule. As a result, it 
is expected that where 
dealers are unable, after an 
honest effort, to find suit- 
able inside storage space 
for their cars, other ar- 
rangements will have to be 
made. These will include 
undoubtedly a definite 
schedule of preparation of 
cars to be stored outside. 








by threat of WPB requisitioning 
the vehicles if cars are not condi- 
tioned according to the new rules. 

Dealers are given until Sept. 30 
to comply with the car-conditioning 


regulations, and certification in 
(Continued on Page 10, Column 4) 


Tax Collections 
Show 18% Drop 
In Vehicle Use 


WASHINGTON. — Gasoline tax 
collections in July in 27 states were 
18% percent less than in July, 
1941, according to figures collected 
by the Public Roads Administra- 
tion. In the rationed states, reduc- 
tions ranged from 24 percent in 
New Jersey to 35% percent in 
Vermont. 

Public Roads officials feel that 
the collections indicate the effec- 
tiveness of steps being taken to 
conserve tires, gasoline and motor 
vehicles. This conclusion is sup- 
ported by a decrease of 30.7 percent 
in vehicles counted at 205 points on 
rural highways in 18 states in June, 
compared with June, 1941. 

There was a 35.6 percent decline 
in vehicles counted at 202 points 
on rural highways in 21 states dur- 
ing July compared with July, 1941, 
Greatest reductions were in Vir- 
ginia 53.4 percent, Rhode Island | 
49.5 percent, Massachusetts 45.8 
(See RECEIPTS, Page 18, Col. 3) 
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Chairman 
Paut V. McNutt 
FEDERAL SECURITY ADMINISTRATOR 


AUTOMOTIVE NEWS, 
Detroit, MicH. 


Dear Sir: 





cars in good repair. 


FOR EMERGENCY 


WAR MANPOWER COMMISSION 


WASHINGTON, D. C. 


Mr. McNutt has asked me ‘to reply to your letter of Aug. 
18 in which you point out the necessity of maintaining an 
adequate force of skilled mechanics to keep civilian motor 


MANAGEMENT 


August 31, 1942 


We agree with you that this is an important part of our 
war effort, but as yet the War Manpower Commission has not 


found it necessary to “freeze” 


workers into their jobs or to 


use similar devices to stop transfers to vital war employment. 
Such a compulsory program will be postponed until every 
voluntary type of action has been tested. 


However, the transfer of some mechanics who are presently 
working at jobs not requiring their highest skill to jobs which 
require more of their abilities will have to be made if we 
meet the labor demands of our total war production program. 
When such a transfer of a worker is necessary, the United 
States Employment Service will make every effort to make a 


suitable replacement. 


Very sincerely yours, 


JOHN J. Corson, 


Chief, Industrial and Agricultural Employment 





~ ABOVE ; Is $ the War | Manpower ‘Commission’s ‘reply ‘to Automotive News’ 


recent query on the status of automobile mechanics in the war effort. 
“We agree with you that this (maintaining transportation) 
is an important part of our war effort. 


the statement: 


Note 





RFC Loans to Dealers 
Rise to $27,003,531 


Special to Automotive News 

WASHINGTON.—RFC loans on 
automobiles and trucks, or pur- 
chases of such vehicles by the 
agency, have reached a steadily 
mounting total of millions of dol- 
lars, according to a statement last 
week by the National Automobile 
Dealers Assn. 


“Since the Murray-Patman Act 
became effective on May 11, 1942,” 
the statement declares, “RFC has 
been developing and perfecting its 
procedure for loans and purchases 
ef automobiles and trucks which 
are subject to rationing. The loans 
and purchases have been clearing 
through RFC’s 31 loan agencies 
and 1,083 loans, totaling $27,003,531, 
had been made up to Sept. 1. Inas- 
much as General Motors Accept- 
ance Corp. has entered into an 
agreement with RFC to make 
loans in accordance with the pro- 
visions of the Murray-Patman Act, 
its $100,000,000 wholesale loans 
must be considered Murray-Pat- 
man Act loans.” 

The NADA statement also points 
out that RFC has been able to 
assist dealers who wish to sell cars, 
rather than borrow on them, by 


In Two Sections 
Section 1—General News 


* * * 


Section 2—Dealer Service 





finding other dealers wishing to 
purchase. In addition to this, RFC 
has about 200 new cars on hand 
which have been purchased from 
dealers. 

“RFC also has made an agree- 
ment,” the statement continues, 
“which is available to banks and 
finance companies whereby loans 
and purchases may be made, and 
36 banks already have entered into 
this agreement. Any finance com- 
pany or bank may obtain details 
by contacting the nearest RFC 
loan agency, or by writing di- 
rectly to RFC in Washington.” 


~/ Essential Role 
|Of Servicemen 


iIs Emphasized 


U. S. Will Aid Drive 
Featured by Posters, 
Badges and Pledges 


By Pete Wemhoff 
Managing Editor 

DETROIT .—With the 
blessing of governmental offi- 
cials, the automotive industry 
in the very near future will 
launch a nationwide campaign 
to educate automobile mechanics 
and the public on the necessity for 
mechanics to stay on their jobs as 
their vital contribution to the 
war effort. 

The campaign—which will em- 


ploy national advertising, posters 
for dealer showrooms, pledge 
forms, and an “essential-worker” 


badge for mechanics to wear—has 
been approved by the car compa- 
nies, National Automobile Dealers 
Assn. and interested federal au- 
thorities. It is expected that a 
statement from a federal official 
will head the drive, to start in two 
or three weeks. Dealers will be 
provided with full instructions. 
Due to the alarming siphoning 
off of automotive mechanics by 
war industries and selective serv- 
ice, dealers have faced increased 
difficulties in recent months try- 
ing to service the nation’s trans- 
portation systems. As a result, 
both the industry and Washington 
have been devising means of 
preventing a crippling of America’s 
war effort through a bog down in 
maintenance of transportation. 
Office of Defense Transportation 
has been particularly concerned 
over the situation. At a meeting 
of the Educational Committee of 
the Automotive Council for War 
Production’s Military Vehicles divi- 
sion Thursday in Detroit, an ODT 
representative discussed the indus- 
try’s contemplated program with 
factory representatives and pledged 
ODT’s support. Factory officials, 
viewing details of the program, 
also endorsed the drive. 
Automobile mechanics, the cam- 
paign will emphasize, are just as 
important to the overall war effort 
as are “soldiers” on the production 
line, for without proper mainte- 
nance of transportation it would 
be impossible to keep war plants 
operating. 
For many months now service 
(See MECHANICS, Page 16, Col. 3) 





Car Price Adjustment Plan 
Gets Capital Support 


Special to Automotive News 

WASHINGTON.—Suggested legis- 
lation, drawn up by NADA officials, 
to make it possible for the govern- 
ment, particularly the Army and 
Navy, to pay more than $925 for 
certain motor cars in great demand 
by the armed forces, now is being 
studied by congressional leaders. 
They have promised a reply on the 
proposal by the reconvening of the 
House into regular sessions, around 
Sept. 15. 

Generally, they have approved 
the legislation. Any changes, it is 
thought will merely be in the word- 
ing. The NADA proposal would 
change the law so that the price 





limit would conform with OPA 
price ceilings. 

Informal conferences with high- 
ranking military and Navy officials 
and various government bureau 
heads have indicated a generally 
favorable reception for the pro- 
posed legislation, NADA states. 


Headlight Dimout Put 


In Effect in N. Y. 

NEW YORK.—Effective half an 
hour after sun down, New York 
police are now strictly enforcing 
a new headlight dimout rule for 
private motor cars, trucks, buses 
and street cars within Greater 
New York. 
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Kanzler Given 


New WPB Post: 
Operations Chief 


DETROIT.—Ernest C. Kanzler, 
former chief of the automotive 
branch of the Office of Produc- 
tion Management 
and director of 
the Detroit region 
of the War Pro- 
duction Board, 
last week was 
appointed WPB’s 
new director-gen- 
eral in charge of 
operations. 

Kanzler suc- 
ceeds Amory 
Houghton, who 
Ernest Kanzler resigned to re- 

turn to his posi- 
tion as chairman of the board of 
the Corning Glass Works, Corning, 
N. Y. Kanzler will take over his 





new duties on Sept. 15, when 
Houghton’s’ resignation becomes 
effective. 


As director-general of the WPB, 
Kanzler will have the supervision 
of all operations for the board, in- 
cluding about 40 industry and ma- 
terial branches, as well as matters 
of allocations and priorities. 

Kanzler’s appointment marks an- 
other step in his rapid rise in the 
government’s war production set- 
up. He took his first government 
war post on Jan. 5, 1942, when he 
was named chief of the automotive 
branch of the OPM by William S. 
Knudsen, production chief. 

Two weeks later, when Donald 
Nelson became chairman of the 
WPB, one of his first acts was to 
name Kanzler director of the De- 
troit region. Under Kanzler’s di- 
rection, the Detroit office played 
an important role in the conversion 
of Detroit’s industrial plants to 
war production. 

On Aug. 5, Kanzler was appointed 
deputy chairman of the WPB in 
charge of program progress. In 
this post, his duties were that 
of trouble-shooter and _  produc- 
tion expediter. 


Chrysler of Canada Signs 
Pact with UAW 


WINDSOR, Ont.— After’ three 
months of negotiation, Chrysler 
Corp. of Canada, Ltd., last week 
signed an agreement with UAW- 
CIO, giving the union recognition 
as bargaining agent for members 
on the company’s payroll that are 
in good standing with the union. 

The agreement also. included 
seniority clauses and provisions for 
the establishing of grievance ma- 
chinery. The Windsor plant has 
approximately 5,000 employes. 


Million Days of Work Army-Navy E Awards . . . 


Lost Through Strikes 


DETROIT.—With an average of 
eight out of every 10,000 workers 
idle because of disputes, strikes in 
war plants caused a loss of 1,130,- 
678 man-days of work during the 
first seven months of this year, 
the War Labor Board revealed 
last week. 


WLB’s survey of lost time from 
Jan. 1 through Aug. 31 showed 
that 295,734 workers ignored the 
pledge of labor and industry lead- 
ers not to strike. The pledge was 
made at the request of President 
Roosevelt soon after the United 
States entered the war. 

Nondefense strikes were not in- 
cluded in the compilation of the 
board. United States conciliation 
service reports indicated that there 
usually are three or four times as 
many nondefense as defense 
strikes in progress. 

From Jan. 13, the date the 
board was established, through 
Aug. 31, Secretary of Labor Fran- 
ces Perkins sent to the board 459 
disputes involving 2,603,823 work- 
ers. Of that number 88 were 
strikes involving 84,144 workers. 

The board reported that man- 
days lost by strikes in war indus- 
tries increased from 46,000 in Jan- 
uary to a seven-month peak of 
225,000 in June. The July total was 
234,000. Reports for August have 
not been compiled. 

The report showed that during 
January 13,000 workers involved 
in 31 strikes lost 46,000 man-days 
of work. The figures jumped to 
27,000 workers, 57 strikes and 119,- 
000 man-days lost in February. 

The remainder of the seven- 
month period showed a constantly 
increasing number of strikes in 
progress, more workers involved 


FOB 
Factory 


By A. H. Allen 


DOES LABOR have its heart in 
this tremendous war production 
effort? By and large, the answer 
probably is yes, but there are hun- 
dreds of instances occurring in 
plants throughout the country 
which shout “No.” For example, 
the other morning workmen at 
Wright Aeronautical Corp., in 
Paterson, N. J., all quit their jobs 
for 15 minutes because their milk 
supply was late in being delivered 
to the plant! Again, production at 
the Buick aluminum foundry in 
Flint stops because of a sitdown 
strike, which an Army colonel says 
was caused by a group of 18 and 
19-year-old boys with little or no 
responsibility, earning more money 
than they ever dreamed of, and 
who were “feeling their oats.” 

And again, new construction 
at a tank arsenal stops because 
an AFL business agent decides 
he is not going to let his elec- 
tricians and pipefitters work as 
long as some CIO sheet metal 
men are working on installation 
of paint spray booths for one 
subcontractor, despite the fact 
three other subcontractors were 
following the same policy! 

These are admittedly trivial and 
isolated incidents, but put them 
altogether and they add up to a 
bad situation. One wonders what 
the reaction would be if one of 
our armored divisions in action 





(Continued on Page 14, Column 1) 





ON THE ASSEMBLY LINE at the Buick Aircraft Engine plant, Alfred P. 
Sloan jr., chairman of General Motors, last week congratulated workmen on 
the quality with which the big bomber engines are being built and the high 


rate of poodnemen rolling from the assembly lines. 
Here Sloan is shown, center, talkin 
jincenti, Buick aircraft engine assemblymen. 


e ceiling on current output. 
left) and Fred 


is now t 
Carl Dehmlow, 


Material supply, he said, 
with 


and more time lost, except for a 
slight drop during July. 

Board officials pointed out that 
many of the strikes continued 
from one month into the next and 
therefore, the number of strikes 
and strikers, were duplicated in 
consecutive months. 


The board has obtained settle- 
ments in 205 disputes involving 
1,414,394 workers. It has pending 
at the start of this month 254 dis- 
putes involving 1,189,429 workers. 

Reports to the board and the 
conciliation service showed there 
were seven strikes affecting war 
industries in progress on Sept. 1. 


These involved fewer than 1,500 
workers, officials said. They in- 
cluded: 


Franklin Steel Co. of Franklin, 
Pa., and United Steel Workers 
(CIO); Chrysler Tank Corp., De- 
troit, and the UAW (settled Sept. 
3); District No. 50 of United Mine 
Works and trucking companies of 
Homestead, Pa. 


Hutchins Named 
Head of WPB’s 


Detroit Region 


DETROIT.—Daniel Joseph Hut- 
chins, 50, of Detroit, was named 
director of the Detroit region, 
War Production 
Board, last week 
by Donald M. 
Nelson, WPB 
chairman. He 
succeeds’ Ernest 
Kanzler, who on 
Aug. 11 became 
deputy chairman 
of the WPB on 
Program Prog- 
ress and moved 
to Washington. 

Hutchins served 
as acting direc- 
tor after Kanzler’s departure. Prior 
to that he was Kanzler’s assistant 
and has been associated with the 
Detroit WPB office since its estab- 
lishment late in January, 1942, to 
direct the job of converting the 
automotive industry to war pro- 
duction. 

Hutchins was with Ford Motor 
Co. for 25 years in various pro- 
duction, materials, purchasing and 
sales capacities. For the last 
three years prior to joining the 
WPB he was with Firestone Tire 
& Rubber Co., as district repre- 
sentative for manufacturers sales 
and now is on leave of absence 
from that firm. ° 

Winding up 25 years with Ford 
in 1938, Hutchins left the com- 
pany to operate an auto transport 
business of his own. He sold out 
after a year’s operations and 
joined Firestone in July, 1939. 


AC Spark Plug 


Given Award 


FLINT.—With its September pro- 
duction scheduled to be more than 
three times what the original 
schedule called for, AC Spark Plug 
division of GM last week was 
awarded an Army-Navy E. 

Maj. Nelson W. McCormick, of 
the Detroit Ordnance district; Com- 
mander Robert Velz, for the Navy; 
Gov. Van Wagoner, for the State, 
and Mayor Osmund Kelly, for the 
City of Flint, ail paid tribute to 
the 7,000 workers, more than 60 
percent of them women, who 
gathered for the award ceremony. 

George Mann jr., AC _ division 
general manager, who received the 
award for the firm, said “Produc- 
tion of war equipment at AC last 
month was most notable. It far 
exceeded schedules. This month we 
are committed to break all previous 
production records. It is true we, 
like a number of other organiza- 
tions, have encountered many 
obstacles in the way of shortage 
of equipment and materials and 
we expect many more. But we will 
continue to battle for the things 
we need, find them if we can, find 
a substitute if we cannot.” 





D. J. Hutchins 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 


FOR “HIGH ACHIEVEMENT in the production of war equipment,’ the 
Army-Navy “E” Flag, top military award in America for war production, 
was ao last week to Chevrolet, at its Gear and Axle division in Detroit. 
M. E. Coyle, general manager, received the pnnant on behalf of the division. 
He is shown (left) with civil and military dignitaries who appeared on the 

rogram before more than 7,500 Chevrolet employes. Left to right, with 

‘oyle are Lieut.-Comm. A. F. Duernberger, Naval Reserve Armory, Detroit; 
Detroit’s Mayor Edward J. Jeffries jr.; Michigan’s Gov. Murray D. VanWagoner, 
and Col. A. B. Quinton, chief, Detroit Ordnance district. 
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SINGING OF the national anthem by Richard Crooks, Voice of Firestone 
radio tenor, opened the ceremonies of the presentation of the joint Army-Navy 
production award to Firestone Tire & Rubber Co. in Akron, Aug. 31. More 
than 25, war workers and their families, high officers of the Army and Navy 
and honored guests participated in the ceremonies. Following the presentation 
of the award by Under Secretary of War, Robert P. Patterson (center), the 
flag was exhibited to the crowd by Harvey S. Firestone jr., president of the 
Firestone company (left), and Union Leader C. F. Richmond (right). The 
award was the second to the Firestone company, first having been presented to 
the company’s subsidiary war products division in Fall River, Mass., on Aug. 24. 





CONTINENTAL MOTORS’ 
jr., Detroit Ordnance chief, as ‘‘the 
a volume basis,’’ is honored with the A 


Detroit 


(left), president, UAW-CIO Local 


Chevrolet Gets 


ki 


lant, described by Col. A. B. Quinton 
rst company to build tank engines on 
er E Flag. 

280, an Cc. t 
Continental, are receiving E-buttons from Col. Quinton. 


Here E. L. Gallagher 


Seese, president of 


Army-Navy E, 


Pleads for More Material 


DETROIT.—The Army-Navy 
“E” Flag, top award in America 
for excellence in war equipment 
production, was presented last 
week to Chevrolet for “high 
achievement in the production of 
war goods.” In ceremonies at the 
Gear and Axle unit of Chevrolet’s 
nationwide volume production sys- 
tem, M. E. Coyle, general man- 
ager, received the flag and the 
accompanying “E” pin, presented 
by Col. A. B. Quinton, chief, De- 
troit Ordnance district, and Lieut.- 
Comm. A. F. Duernberger, Naval 
Reserve Armory, Detroit. 


More than 7,500 employes of this 
Chevrolet division shared in the 
award and now wear the “E” pin 
as a symbol of their production 
efficiency. 

Pointing out the fact that there 
are few types of war materials 
toward which Chevrolet does not 


contribute materially either as a 
prime or _ subcontractor, Coyle 
noted that machinery and mate- 
rials necessarily regulate produc- 
tion. To the officers attending the 
ceremony he added: 


“You of the Army and Navy are 
operating our Chevrolet plants to- 
day. Give us the machinery and 
materials and we will give you an 
E” record in every plant.” 


Col. Quinton, in his presentation 
address, praised the Chevrolet 
Gear and Axle Division for inno- 
vations pioneered that have re- 
sulted in the saving of time, 
money and materials. 

Other speakers were Lieut.- 
Comm. Duernberger, who present- 
ed the “E” pins, Gov. Murray D. 
Van Wagoner, Mayor Edward J. 
Jeffries jr., and Michael Lacy, 
representing the Gear and Axle 
division employes. 
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Dealers tell me 


By John 0. Munn 


Dealers’ or salesmen’s comments, questions or requests may be 
addressed to John 0. Munn in care of Automotive News, Detroit, 
and the writer’s name will be kept in confidence if requested. 





DILL ULLMAN, Washington 
correspondent for AUTOMOTIVE 


News, says that OPA discussed 
with the dealer panel gathered in 
Washington several weeks ago the 
question of price ceilings on used 
trucks. The OPA indicated that it 
was disturbed by the “very high 
prices” being charged for these 
vehicles, but in the opinion of the 
17 dealers present the problem was 
being over-emphasized by OPA 
because there is such a very small 
number of used trucks on the 
market. 

OPA proposed a dual price ceil- 
ing for both used trucks and used 
cars. When _ established, the 
lower of these ceilings would 
apply to cars and trucks sold 
“as is,” and the higher one to 
the sale of used cars and trucks 
which had been conditioned and 
which were sold with a standard 
guarantee to be prescribed by 
the government in the price- 
ceiling order. 

* * 


Competition 
Controls Prices 


I FIND that a lot of dealers, as 
well as the public, feel that 
no ceiling and rationing of used 
cars and trucks is necessary, either 
from the standpoint of protecting 
the civilian on price, or in advanc- 
ing the war effort. In the first 
place, of the 25,000,000 used cars 
in America only a few hundred 
thousand are in the hands of the 
dealers, and in this situation any 
order to regulate cannot be ad- 
ministered effectively. Many own- 
ers have always sold their used 
cars direct to some other individual, 
never going through a dealer. This 
type of transaction usually con- 
stituted about 25 percent of the 
total number of used cars sold. 
Since the first of this year, casual 
sales, which means sales between 
one owner and another, have been 
50 percent of the total used cars 
moved, and any government re- 
strictions which include ceiling 
prices and rationing will only serve 
to accelerate the movement of 
these cars by independent owners 
and by-pass the dealer entirely. 

The competitive situation 
among dealers will keep used car 
prices at their real value. An 
artificial rule can’t buck a 
natural law. No price ceilings 
can be set on used cars because 
each one of the 25,000,000 now in 
the hands of owners is worth a 
different price. There can be no 
standard of value, either in re- 
conditioned cars or “as is” cars. 
If the government puts a ceiling 
on reconditioned cars, this makes 
it possible for the “gyp” dealer 
to get the ceiling price for a 
lemon, and puts a penalty on the 
conscientious dealer who _ thor- 
oughly reconditions cars. 


Real Sales Tool 


For the ‘Gyp’ 


ITH these proposed govern- 

ment rules, a definite stipu- 

lated guarantee means nothing to 

| the public. Such a guarantee would 

be a real sales tool for the “gyp,” 

who would get ceiling price for a 

car on which the reconditioning 

was skimped, and therefore obtain 

a bigger profit than the legitimate 

conscientious dealer. The “gyp” 

would make good on the guarantee 

only when forced to do so by court 

proceedings, while the legitimate 

dealer, with less profit in the first 

place, would make the guarantee 

good to maintain his commercial 
reputation. 

A used car guarantee, or any 
guarantee, even though stipulated 
by the government, is no strong- 
er, no better than the reputation 
of the dealer who issues it. The 

dealer who is loudest in empha- 
sizing the government-stipulated 
guarantee, would be apt to be the 
first to become insolvent and 
leave utterly no protection for 
the owner whom he sold on the 
strength of this guarantee. Any 
used car value depends upon the 
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responsibility, the facilities, 
equipment and the policy of the 
dealer behind it, more than on 
the alleged physical condition of 
the car. A good dealer, of course, 
when a car really needs it, puts 
in new rings and hones the cyl- 
inders, besides grinding the 
valves and tuning up the motor, 
and restores the car as nearly 
as possible to its original per- 
formance in economy and opera- 
tion. The “gyp,” on the other 
hand, would give the same car a 
lick and a promise and lose all 
interest in the driver as soon as 
the sale was consummated. 
* * * 


Good Dealer 


Is Penalized 


NY ceiling price on used cars— 
dual or single—would only set 
up a set of standards that would 
mislead the public. It would let 
the illegitimate operator “go to 
town,” and penalize the good sub- 
stantial automobile dealer whose 
service is needed not only to trade 
and recondition used cars, but to 
service and keep running the mil- 
lions of cars in owner’s hands. 
Normally, there are 1,000,000 
used cars in dealers’ stocks. Now, 
there are approximately 400,000 
in automobile dealers’ hands, 
with probably another 200,000 in 
independent used car dealers’ 
stocks. This inventory is fast 
being reduced as is indicated by 
the monthly reports of local 
trade associations throughout the 
United States. 
* 


* * 


No Regulations 
Are Needed 


F automobile dealers had a 

monopoly on used cars, then 
price ceilings and rationing might 
be justified, but automobile dealers 
control only a small part of the 
inventory. There is an open and 
free market for this merchandise 
between one owner and another, 
and this is a better assurance than 
any government regulations could 
contrive to keep prices in line. 
Automobile dealers, even should 
they feel the need for so doing, 
just can’t jack prices up when 
there are 50 times more cars in 
the hands of individuals than in 
their possession. 

No, the trade doesn’t need 
regulations on used cars, and I 
am sure that is also the desire 
of the public. I am also sure 
that it is important to give an 
automobile dealer, whose condi- 
tion is none too healthy since 
new car production has stopped, 
a continuous opportunity to 
utilize his own initiative in buy- 
ing, conditioning and selling used 
cars as a public service. Without 
artificial rules and regulations, he 
will continue to conduct this 
operation so it will reflect credit 
upon him now and after the war 
is over. I am convinced the 
soundness of this reasoning will 
be accepted by OPA and that it 
is the composite will of the 
American people. 

+ * ea 


FTER reviewing the vicissitudes 

of the automobile dealer, it 
was a relief, as well as a stimulus 
to morale, to have someone see 
humor in the situation. I am in- 
debted to Nina E. Watkins, of 
Emerson Motor Co. (Ford), Mena, 
Ark., for the following dissertation. 
You will undoubtedly get a kick 
out of it, too. 


‘The Forgotten Man’ 

“For some years now we have 
been hearing about ‘the forgotten 
man,’ but like Yehudi, nobody 
could quite put a finger on him. 
One year he was a Kansas wheat 
farmer with grasshoppers in his 
grain; the next he was a Missis- 
sippi cotton grower with weevil 
in his plants; or an anti-O’Daniel 
cattleman from deep in the heart 
of Texas, with ticks on his 
Herefords; a Missourian with 
termites in his timber; or worse 
(Continued on Page 22, Column 5) 
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Judge Warns Dealers 


Over Selling Junkers 

INDIANAPOLIS.—A_ warning 
not to sell junkers to teen-age 
drivers was given automobile 
dealers here last week by Judge 
Wilfred Bradshaw after a pa- 
rade of jalopy owners before 
him in Juvenile Court, each 
charged with a traffic law viola- 
tion. 

One dealer, who had been 
summoned to the traffic session, 
was scored by the judge for sell- 
ing a 1931 car to a 16-year-old 
boy for $40. 

“You have no right to sell a 
car to a minor,” he told the 
dealer. “And in the second place, 
I don’t want that kind of car 
on the road. Take the car back 
and return the boy’s money.” 





Cincinnati Sets 
Drive to Repeal 


Inspection Law 


CINCINNATI.—Repeal of com- 
pulsory motor vehicle inspection in 
this city, “as a means to conserve 
gasoline and oil for the duration,” 
is sought in a petition filed in city 
council by the Consumers and 
Taxpayers Group, which repre- 
sents thousands of citizens. 


This organization is circulating 
petitions to get 150,000 signatures 
to file with council in support of 
its claim that repeal is desired by 
a majority of citizens. 

The Cincinnati Automobile Deal- 
ers Assn. and the Cincinnati Auto- 
mobile Club, which are cooperat- 
ing in the repeal campaign, con- 
tend that local inspection has 
failed in its prime object of im- 
proving the traffic safety record 
but is now being enforced as a 
gouge on the motoring public. 


Repeal would save local motor- 
ists $150,000 a year, representing 
the 50-cent fee paid semi-annually 
by 150,000 car owners, in addition 
to the time, gasoline and wear on 
tires and cars in driving to and 
from the municipal inspection 
station twice yearly, as required 
by the local ordinance. 


Okla. Dealer 
Making Tents 


OKLAHOMA CITY.—Walter E. 
Allen has built up a manufactur- 
ing plant on the second floor of 
the building formerly used for his 
sales and service agency here and 
now has huge orders for Army 
tents. More than 140 persons are 
being employed in the new plant. 


He obtained integral sewing ma- 
chines and some production engi- 
neering device from Chrysler 
Corp., whose cars he handled prior 
to the start of the war. Chrysler 
engineers laid out his assembly 
line, after he had convinced them 
he could obtain the orders for the 
tents. 


Adds Buick Service 


LA CROSSE, Wis.—McKenzie Chev- 
rolet Co. here has announced its ap- 
pointment as the authorized factory 
service representative in this com- 
munity for Buick automobiles. 


All Wars End! There'll be Cars and 
Trucks and Tires to sell again. 





A SERIES of regional meetings 
participated in by department heads 


Oldsmobile, H. A. 
manager. 
Detrol . 


is announced by 


Sept. 14-15; Chicago, 
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E. A. Erickson, Oldsmobile genera 
organization and analysis; 
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in all branches of the sales section of 
Meetings have been scheduled in New York City on Sept. 11-12; 
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Seattle Dealers Hear 
Pleas of NADA 


By D. M. Trepp 
Staff Correspondent 

SEATTLE.—At a special gather- 
ing of the Washington Automotive 
Trade Assn., called to meet touring 
officials of National Automobile 
Dealers Assn.—President Dave 
Castles, Executive Vice-President 
Ray Chamberlain and Secretary- 
Treasurer Lynn Snow—200 dealers 
from all sections of the state as- 
sembled at the Olympic Hotel here 
last week. 

The NADA trio, on a. whirlwind 
tour of the nation, have as their 
purpose to “sell association” and 
to impress the importance of main- 
taining adequate representation at 
Washington. Situations and prob- 
lems now facing the industry were 
also explained. 

Dewitt Wallace, of Spokane, vice- 
president of the state association, 
presided, in the absence of M. O. 
Anderson, of Seattle. 

Organized representation at 
Washington has been doing a real 
job for the automotive industry 
since the Japs fell onto the Ameri- 
cans at Pearl Harbor, the visitors 
declared. Continued representation 
is imperative due to the rapidly- 
changing picture at the capital, ac- 
cording to Chamberlain. 

“The importance of organiza- 
tion,” he stated, “has long been 
understood by big business on the 
one hand, and the masses of labor 
and the farmers, on the other. 
Witness the power of the farm bloc 
and the labor bloc. In between 
these interests is so-called ‘small 
business’ to which we belong, as 
dealers. These two strong forces 
could easily grind us to bits, did 
we fail to support representation to 
protect our legitimate interests.” 

Castles said that soldiers and 
sailors legislation, now in Congress, 
will assure “some kind of protec- 
tion for the men without wrecking 
the industry.” Loss of the 1 per- 
cent per month increase in price 
of frozen cars is faced by those 
who do not properly store new cars. 
He cited some flagrant negligence 
in storing cars, but did not think 
the industry as a whole, or those 
who are doing this job correctly, 
will be penalized for the wrongs 
of the few “chiselers.” 

Not as a forecast, but as prob- 
able trend, Castles opined that 
“ODT may be handling all of our 
affairs before long.” 

After-war difficulties were en- 
visioned. Rumors are now afloat 


that car rationing will not be 
relinquished for a year or more 
after the war ends. The industry 
will be a target for taxation of 
all kinds, as it is easy “to catch,” 
and government will need enor- 
mous sums of money. 


A brighter note was sounded 
when Castles sketched the change 
in condition of dealers since the 
dark situation of last January, 
when all production had been cut 
off and dealers were seeking relief, 
compared to the improved situation 
as of Sept. 1. 


“We have been fairly treated, 
considering that the nation is in 
an all-out war effort. In fact we 
have been well treated. Our condi- 
tion is now better than we had 
dared hope for last January. So 
marked is the improvement that, 
as American business men, it is 
our duty to change our attitude of 
‘what are we going to get?’ to 
‘what are we going to do to help 
the war effort.’” 


Snow said dealers “must make 
mechanics so that we can keep 
essential automobiles in shape to 
last as long as the war lasts. Our 
job is to train boys—and girls—or 
older men as mechanics. I know 
we will not fail in our obligation 
and that we will get the help 
we must have.” 


Education to prove that gasoline 
rationing will not be required to 
save rubber, was urged. 


“If we can avoid nation-wide 
gasoline rationing, we will render 
our industry the greatest possible 
service,” Snow said. 


Sept. 15 Deadline 
For Cancelling 


Commitment Fee 


DETROIT.—Dealers who de- 
clared pool cars to Defense Sup- 
plies Corp. and entered into an 
agreement with Defense Supplies 
Corp. whereunder DSC agreed to 
purchase any declared cars six 
months after the date of shipment 
by the manufacturer to the dealer, 
then after 60 days notice may 
have the 1 percent commitment 
fee which the dealer agreed to pay 
cancelled if the dealer wishes to 
take advantage of the Murray- 
Patman Act and either sell his 
cars to RFC or apply to RFC for 
a loan. This request must be made 
to RFC prior to Sept. 15. 


DSC will not cancel the 1 per- 
cent commitment fee in any case 
where the dealer does not wish to 
sell his cars to RFC prior to Sept. 
15 or to apply for an RFC loan. 

RFC is also willing to cancel 
the 1 percent commitment fee 
agreed to by the finance compan- 
ies where finance companies de- 
clared pool cars to RFC. In those 
cases where the finance company 
declared cars and passed the 1 
percent commitment fee along to 
the dealer, the dealer is entitled 
to demand the return to him of 
the 1 percent paid to the finance 
company, where the finance com- 
pany succeeds in having the fee 
cancelled. In the case of banks 
and finance companies, the can- 
cellation will not be effective until 
approved by the bank or finance 
company and upon all obligations 
of the RFC under the agreement 
being cancelled. 


Third Plymouth 
Model Frozen 


DETROIT. — Another Plymouth 
four-door model is affected by 
Amendment 13 to Rationing Order 
2-A. This is Plymouth Model P- 
14-C Town Sedan which has a list 
price of $980. On this basis, there 
are three Plymouth four-door, 
hard top models affected, three 
Chevrolet, and five Ford sedans. 


While sales of new Chevrolet, 
Ford and Plymouth four-door 
hardtop sedans are permitted be- 
tween dealers, it is with the un- 
derstanding that such transfers 
are made with an intention on the 
part of the buying dealer to sell! 
them subsequently to the Army, 
Navy, etc. 



























































Mounties Force Closing 


Of Tire Dealership 


QUEBEC.—The Royal Canadian 
Mounted Police, acting on the or- 
ders of A. H. Williamson, federal 
controller of supply, have ordered 
Hector Fournier, of suburban 
Limoilou, to close the doors of his 
business, the King Auto Parts, 
Enrg. 

In an order in council, William- 
son accused the proprietor of 
hoarding, soliciting orders, fur- 
nishing, delivering, repairing and 
retreading tires, without a permit. 
Williamson also alleged that the 
firm had been selling tires at the 
exorbitant price after a maximum 
price had been set by the new 
board. 





extending from coast to coast and 
Trevellyan, Oldsmobile’s general sales 
16-17, and San Francisco Sept. 21-22. 
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‘E’--What So Proudly We Hail! 


S OUR automotive industry holding its own in the Battle 


of Production? Fluttering flags, waving gallantly in the 
breezes over scores of our plants, is the answer to skeptics 
who were inclined to criticize. They are the Army and Navy 
“EK” flags, Uncle Sam’s way of saying “well done, son!” 
supplanting on July 24 the Navy citation for excellence in 
fulfilling contracts. Since that time, and as of Aug. 31, there 
have been 198 manufacturing concerns turning out war ma- 
terial that have been so honored. Of this total 42 automo- 
tive manufacturers and their suppliers have won their “E” 
bunting—21 percent of the grand total, proof that the auto- 
motive industry has outperformed all the other industries. 


Pride of achievement is shared by both employers and 
employes, and there can be no gainsaying the fact that 
these flag awards are doing more for the morale of the 
workmen than anything that has come out of Washington. 
Award of “E” buttons to the individual workman has 
proved his worth, for wearers of these buttons feel they 
have demonstrated their loyalty in a most practical way, 
and they are the envy of workers in other plants which 
have not delivered the goods that earn them. In conse- 
quence, the buttonless workmen are inspired to put more 
oomph into their efforts in order that they too can win 
this official recognition of the Armed Forces. And of course 
the flag-winning manufacturers are as pleased as Punch, 
too. 

On the basis of the figures to date, we feel that the auto- 
motive industry has well demonstrated its pacemaking 
ability, and that it is more than making good on war work, 
setting an example that should stimulate other industries 
to greater efforts. 


Transportation Must Not Bog Down 


y= CAN’T rob Peter to pay Paul—you can’t eat your 
cake and have it too. Translated, that means that unless 
motor transportation is maintained, war work must suffer. 
Therefore, the siphoning off of automotive mechanics by 
war industries must be halted, if dealers are to keep in 
operation the millions of cars and trucks needed for the 
transportation of war workers and material. Fortunately, 
government is listening to the warning sounded by automo- 
tive companies and the National Automobile Dealers Assn., 
and within a short time it is expected that Washington 
will join in an industry-inspired nationwide campaign to 
educate not only the public but the automobile mechanics 
that it is necessary for the latter to stay on their jobs. In 
this educational drive the Office of Defense Transportation, 
alarmed over the situation, is particularly concerned and 
will lend its mighty influence to the cause. 

Of course, the draft has been a big factor in the loss of 
mechanics, but this is unavoidable in wartime. However, 
many of the men in our backshops have been weaned away 
to war plants because of gibes and jeers that they are slack- 
ers in staying on automobile repairing jobs, or coaxed away 
by fatter pay envelopes. The proper thinking is that auto- 
mobile repairmen are as essential to our war effort as are 
“soldiers” on the assembly lines, by keeping our motor 
transportation from bogging down. 


--2 word in 





When advertising got the “green 
light” from Secretary Morgenthau 
early last week, it was a winning 
for the continuation of a free 
democracy in this country, more 


important 
ADVERTISING 


than most 
GETS THE of our citi- 
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“GREEN LIGHT!” zens _realize.| 


Free speech, 
as practiced in America, is de- 
pendent on advertising for the 
support of the newspapers, maga- 
zines and radio which transmit it. 
When and if we get a dictator, he 
will not need to issue an edict 
silencing press and radio. A simple 
Order. restraining advertising 
would accomplish the same re- 
sults; less conspicuously but just 
as effectively. 

* * * 


The reasons for this, of course, 
are Obvious. Newspapers and 
magazines have at some periods 
in our history been worth more 
than the reader paid for them as 
waste paper. Circulation seldom 
makes a profit for the publisher, 
and more often is carried as an 
expense. Advertising too carries 
radio, the great new force for free 
speech in a democracy, and, so far 
as I know, the U. S. is the only 
nation in the world which does 
not put a tax on the owner of a 
receiving set, usually based on the 
number of tubes. Because radio is 
thus free in America, we have 
twice as many receiving sets as 
the rest of the world, and because 
of the high grade talent which 
advertising provides, probably 10 
times as many radio listeners. 

* * * 


If you are ever suspicious and 
want to test the tendency of any 
individual toward Communism, ask 
him what he thinks about adver- 
tising as a vital force in our 
American way of living. It is a 
clever trap but it always works 
because the Communist will tell 
you that “advertising is an eco- 
nomic waste,” forgetting, of course, 
that it is advertising which opened 
the great mass markets in America 
for the food, drug, household ap- 
pliances and automobiles which 
have given us the higher standards 
of living for which today we are 
willing to fight and die. Thus, the 
treasury department’s ruling, 
which gave the “green light” to 
advertising expenditures as a 
legitimate charge against earnings 
where they are partly or entirely 
supported by war-time govern- 
mental contracts, is the best in- 
dication the administaation could 
give that we are not, as some 
would have us believe, in the 
hands of Communistic influences. 

+ * * 


Most common question asked 
any of us on the Automotive News 
staff is “what percentage of the 
automobile dealers have folded 
up?” The best answer we can get 
from our contacts with the vari- 
ous manufacturers is that less 
than 6 percent have actually 
closed their doors either per- 
manently or for the duration. One 
of the top three manufacturers 
reports a mortality of less than 
4 percent. 

* * * 


When we tell our inquirers this, 
they believe we are stretching the 
facts, so in our own defense we 
have to say that the policy of try- 
ing to dope out dealer mortality 
percentage-wise is that no one has 
ever known exactly how many 
automobile dealers there were in 
the United States at any one time. 
I presume the most generally ac- 
cepted figure was “around 40 
thousand.” Well, if you take that 
figure you are including thousands 
of dealers who sold only three or 
five automobiles per year. Actually, 
these were servicemen or garage 
owners who at one time or an- 
other decided to handle a line ef 
cars, but who continued to make 
their livlihood from the sale of 
service, parts, lubrication, etc. 

If you will recall, the dealer who 
would admit he made a fair profit 
on strictly new car sales during 
even the best years was a very 
rare exception. Now the average 
dealer is being given the oppor- 
tunity to demonstrate his oft- 
repeated claim that if he “had to 
live on new car sales he would 








Rube Goldberg in N. Y. Sun 


Gas Shortage Solved 


In This Corner 





Rubber for What? ..... 


The views expressed 


in this column are those of our readers. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Rubber 


It is hard to understand, under 
these conditions, when toy balloons 
are still being shipped to Latin 
America and 6,000 tons of rubber 
are taken from the national stock- 
pile for contraceptives, why As- 
sistant Secretary of War Patter- 
‘son vigorously objects to 3,500 tons 
being taken to add to scrap rub- 
ber so that several million recaps 
could be made for the essential 
transportation of goods and people. 
—John Vance Booth, Booth Motor 
Co., McKeesport, Pa. 

Epitor’s Note: AuTOMOTIVE NEws 
has been unable to verify Dealer 
Booth’s figures and statements, 
so we pass them along for what 
they are worth. 


7 and 8 


I am a former Pontiac salesman 
but have continued to read 
“Sparks” in Automotive News, 
which I think is very interesting. 
I would like very much to correct 
Mr. Sinsabaugh on an error he 
made in the Aug. 25 issue. 


He stated that Ohio had pro- 
duced more presidents of the 
United States than any other of 
our commonwealths. You see, I 
am a Virginian and would like to 
have this error corrected. 

If you will refer to the Worlds’ 
Almanac or your history, if you 
prefer, you will note that Virginia 
has produced eight presidents 
while Ohio can only boast of 
seven.— David W. Smith, Ports- 
mouth, Va. 


In Britain 


Automotive News continues to 
arrive on my desk with reasonable 
if delayed regularity. Very few 
issues are missing, and, as you 
have noticed, I manage from time 
to time to quote from your inter- 
esting pages. 

You as a country, as an in- 
dustry, and as a publisher appear 
to be going through very much 
the same experiences as we had 


starve to death.” I have been told 
that during the 14 of 15 months 
that Ford was changing over from 
Model T to Model A, when Ford 
dealers had no new cars to sell, 
less than 4 percent of the Ford 
dealers gave up-the-ghost. Few 
now want to run the risk of not 
holding their valuable franchises 
when World War II ends—which 
it will!—G.M.S. 





!in the earlier stages of the war, 
though I dare say your “progress” 
is much more rapid than ours was. 
We have managed to adapt our- 
selves very successfully to war 
conditions, in fact, I can say much 
more easily than we had ever 
thought possible. For instance, the 
reduction in the size of our vari- 
ous publications—they are now all 
pocket-size—has been accomplished 
without the slightest hitch and, I 
think I can say,- without any pro- 
test from either advertisers or 
readers. Both advertisers and read- 
ers realize that owing to the 
limited supplies of paper available, 
changes had to be maed, and most 
of them are so well pleased with 
our pocket editions that it is by 
no means certain that we shall 
return to the larger size after the 
war. 


I dare say you are aware that, 
in common with other publica- 
tions, we are now allowed slightly 
less than 20 percent of the amount 
of paper we used in pre-war days, 
and there is not the slightest 
chance of any increase in the 
quantity available; as a matter of 
fact, there is more likely to be a 
reduction. The ratio of advertis- 
ing space to editorial space is also 
controlled. It has to correspond to 
the ratio which obtained during a 
period before the outbreak of war. 


I am very pleased to be able to 
say, however, that the trade press 
generally, and The Motor Trader 
more particularly, have received 
support on a very satisfactory 
scale from advertisers, fully 80 
percent of whom have nothing to 
sell as their energies are entirely 
devoted to the manufacture of war 


(Continued on Page 20, Column 4) 





Coming Events 


OCTOBER 

1-3—Los Angeles (Biltmore Hotel). 
SAE National Aircraft and Produc- 
tion meeting and display. 

16-17—Springfield, Mass. American So- 
ciety of Tool Engineers’ War 
Production conference. 

18-20—St. Louis. Convention of Ameri- 
can Trucking Assns. 


22-23—Tulsa, Okla. (Tulsa Hotel). 
SAE National Fuels and Lubricants 
meeting. 
NOVEMBER 


9-13—Chicago (Palmer House). Ameri- 
can Petroleum Institute's annual 
meeting. 


JANUARY 


11-15—Detroit (Book-Cadillac Hotel). 
SAE War Production-Engineering 
meeting and display. 






























































AUTOMOTIVE NEWS, SEPTEMBER 7, 1942 
Alb (id 
FOR. 


FI 
To the men and women of the Firestone 
organization, whose loyalty, skill, and 
efficiency have won the nation’s highest 
industrial tribute, we extend our sincere 
appreciation of the fine spirit and whole- 


hearted cooperation which merited these 
Army-Navy Production Awards. 
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WAR PRODUCTS 
MANUFACTURED 
BY FIRESTONE 
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Airplane Tires and Tubes 
Airplane Wheels and Brakes 
Airplane Wing Panels 
Airplane Rivet Cement 
Airplane Frictionless Grommets 
Airplane Parachute Seat Cushions 
Airplane Pilot Seats 
Anti-Aircraft Gun Barrels, Mounts, 
Carriages and Center Sleeves 
Barrage Balloons 
Batteries 
Bogie Rollers 
Bomb Cases 
Brake Lining 
Bullet-Resisting Tubes 
Bullet-Sealing Fuel Tanks 
Bullet-Sealing Oil Tanks 
Bullet-Sealing Hose 
Combat Tires 
Crash Pads 
Cushions, Foamed Latex 
Deck Cleats 
Engine Mountings 
Eye Guards for Gun Sights 
Fan Belts 
Frame Bands for Motors 
Gas Masks 
Ground Grip Traction Tires 
Gun Recoil Mechanism Seals 
Gun Stocks, Plastic 
Hatch Gaskets 
Hose, Rubber 
Landing Boats 
Life Belts 
Life Rafts 
Life Vests 
Metallic Belt Links for 
Machine Gun Cartridges 
Mattresses, Foamed Latex 
Motorcycle Tires 
Pads for Tanks and Pilot Seats 
Para-Rafts 
Passenger Car Tires , 
Plastic Helmets 
Plastic Lenses 
Pontoons 
Rims for Cars, Trucks, and Tanks 
Rubber Half Tracks 
Rubber Track Blocks for Combat 
Tanks 
Shatterproof Oxygen Cylinders 
Scout Car Tracks 
Seadrome Contact Lighting Buoys 
Shell Guard Facings 
Spark Plugs 
Tank Tracks 
Tanks, Component Parts 
Torsion Bushings , 
Trench Mortar Bases 
Truck Tires 
Ventilator Parts for Submarines 


Pre.,; 
y {dent 


To our fellow Americans, we of the Firestone 
organization affirm that we regard this high 
honor as a challenge for the future as well as 
a reward for the past. It shall serve as a 
continuing inspiration to all of us to strive for 
increased quality and quantity of production 
in further contribution to the war effort and 


to final victory. 
J Siucte, f- 7 
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N. Y. Case Is Precedent: 


Qhio Dealer is Freed 
Of Building Lease 


Special to Automotive News 

CINCINNATI. — Judge Clarence 
Denning of the Municipal Court 
here has decided a lease case in 
favor of an automobile dealer and 
dismissed a claim for rent which 
had been filed by the landlords, in 
a suit which may establish a 
precedent for future action in 
similar cases here. The case is 
explained clearly in Judge Den- 
ning’s opinion, which was put in 
writing at the request of the Cin- 
cinnati Automobile Dealers Assn, 
as follows: 

“The plaintiffs, William R. Grif- 
fin and Allen C. Roudebush, sued 
E. J. Hogan, Inc., a corporation, 
alleging that on Jan. 23, 1941, the 
plaintiffs, by written instrument, 
leased the first-floor showroom of 
certain property in Cincinnati to 
the defendant corporation. 

“It was admitted that the de- 
fendant paid the rent up to April, 
1942, but has failed to pay the rent 
for the months of April, May and 
June, 1942, at $275 per month, and 
that the rental ‘for said three 
months amounts to a total of $825. 

“Defendant claims, by way of 
defense, and the testimony in sup- 
port thereof shows that the plain- 
tiff and defendant agreed that said 
property should be rented for a 


Army-Navy E 
Is Awarded to 


Fostoria Screw 


FOSTORIA, O.—As a reward for 
war production effort, Fostoria 
Screw Co. last week was awarded 
a joint Army- 
Navy “E.” 

Rear Admiral 
Cluverius, U.S.N., 
delivered the 
principal address, 














, followed by 
—_ talks by Gov. 
R. H. Damon 
John W. Bricker 
of Ohio; Com- 
mander R. H. 


Velz, U.S.N.; Col. 
Ernest O. Rude- 
lious, director of 
administration di- H.S. Allan 
vision headquar- = 

ters, fifth service command, Co- 
lumbus, O.; R. Hosken Damon, 
president, S. F. Bowser & Co. and 
Fostoria Screw Co. and J. S. 
— coordinator, Fostoria Screw 

0. 

William Bamford sr., vice-presi- 
dent in charge of production, of- 
ficially received the award, while 
George Klein, plant manager, pre- 
sented each of the thousand em- 
ployes with a silver “E” button. 

Fostoria Screw Co. for the past 
24 years has served automobile 
manufacturers and parts makers. 
General sales offices have been es- 
tablished under the direction of 
J. Allan in the New Center Bldg., 
Detroit. 


Capt. King to CAP 

MILWAUKEE. — James B. King, 
sresident, King-Braeger Co. (Chevro- 
et), has been commissioned a captain 
in the U. S. civil air patrol and as- 
signed to special duty in the Atlantic 
coastal patrol. Capt. King was former- 
ly acting wing commander of the civil 
air patrol in Wisconsin. 





Trade-in Plan on Recaps 


Urged by MEWA 


CHICAGO.—A stimulus to the 
rubber salvage drive would be 
provided by making it com- 
pulsory for persons to turn in 
an old tire in getting a ration- 
ing certificate for a new or 
recapped or retreaded tire, the 
Motor & Equipment Wholesalers 
Assn. pointed out last week. 

The association, in a plea for 
more liberal issuance of re- 
capped and_ retreaded tires, 
stated that the amount of syn- 
thetic, reclaimed and crude rub- 
ber to handle demands would 
be comparatively small. 








new automobile agency for Buick 
cars, although the purpose for 
which said room was to be used 
was not set forth in the lease. 


“The court finds that, under Act 
of Congress granting the authority, 
the Office of Production Manage- 
ment on or about Jan, 1, 1942, 
issued an order prohibiting the sale 
of new automobiles and that this 
order was subsequently extended 
to include sales of new passenger 
automobiles on Feb. 2, 1942. 

“Some time after Apr. 1, 1942, one 
E. J. Hogan, who was really the 
owner of the defendant corporation 
and sole manager and operator 
thereof, entered the armed forces 
of the United States. It is admitted 
that on Apr. 1, 1942, the defendant 
corporation, being unable to pro- 
cure new cars for sale, abandoned 
the store-room and closed out 
its business. 

“There are a great number of 
authorities which seem to hold that 
where performance of a contract 
becomes impossible by a change in 
the law or by reason of government 
edict, the parties to the contract 
are relieved from liability there- 
under. 

“While it is true that in the 
opinion of Justice Harold J. Craw- 
ford of the Municipal Court of the 
City of New York, rendered March 
21, 1942, in the case of Colonial 
Operating Corp. vs. Hannan Sales 
& Service, Inc., Index No. 277-1942, 
the lease under discussion in said 
case specifically provided the use 
to which the premises were to be 
put, to wit: 

“‘Only for a showroom for auto- 
mobiles and automobile accessories,’ 
while in the instant case no men- 
tion was made of the use to which 
the showroom was to be put. We 
cannot say that the plaintiff herein 
should prevail simply because of 
the omission of the words, regard- 
ing the use to which the room was 
to be put, from the lease, where 
we find from the uncontradicted 
evidence that the plaintiff knew 
that said rooms were to be used 
solely for the purpose of a new 
ear display room. 

“We find that the leased premises 
were to be used for a new car 
showroom and that both parties 
understood it to be so and that 
the defendant performed its con- 
tract to the letter, up to Apr. 1, 
1942, but that as a result of the 
war emergency and the govern- 
ment forbidding the manufacture 
and sale of new cars, except 
under certain conditions not ap- 
plicable here, the defendant was 
unable to further comply with the 
terms of the contract and that 
impossibility of performance was 
due to no fault of the defendant 
corporation. We find the issues, 
therefore, in favor of the defendant 
and the Bill of Particulars is 
dismissed.” 


Tinless Container 
Awaits U. S. OK 


NEW YORK.—In all-fiber plas- 
tic-lined container, which is said 
to be impervious to oil, was an- 
nounced last week by Raymond S. 
Macmillan, president of Macmillan 
Petroleum Corp. Los Angeles, 
while here en route to Washington 
to discuss the development with 


| government officials. 


The tinless container was said 
to be produced by direct processing 
of such surplus crops as corn, 
other grains, flaxseed, tallow, ani- 
mal tissues, bone and clay. The 
basic fiber, it was stated, is made 
from straw and waste paper. The 
process will be made available to 
the petroleum industry, Macmillan 
said. Although the first use of 
these containers will be to package 
oil, he suggested it was possible to 
foresee their eventual use for such 
other products as soup and beer. 


Rosling to WATA 


SEATTLE.—Edward L. Rosling, of 
the law firm of Eggerman, Rosling & 
Williams, has been appointed attorney 
and executive secretary for the Wash- 
ington Automotive Trade Assn., and 
the Seattle Automobile Dealers Assn., 
succeeding Stewart N. Lombard. Lom- 
bard served as a “pinch hitter’ since 
former association manager and at- 
torney, Carl R. Heussy joined the 
Coast Guard a short time ago. 








Chevrolet Dealer Committee Confers .. . 





FIRST MEETING of the 1942-48 Chevrolet Dealer Plannin 
light of wartime conditions. 
executives, the committee discussed all phases of dealer operation, under the chairmanship of William E. 
The committee will meet monthly to review dealer 


week to review retail plans in the 


Chevrolet general sales manager. 
the table are K. M. 


G. A. Ames, manager, Business Development department, 
a former Chevrolet assistan 


Products, GM, an 


Chase, assistant general sales manager of Chevrolet; D. W. 


and Distribution Committee was held in Detroit last 
Composed of Chevrolet and General ie 

oller, 
rograms. Left to right around 
cGinnis, vice-president, GEIC; 
Training Service, War 


MAC; J. E. Johnson, 
Motors Holding 


general sales manager; A. L. 


director, 
Deane, manager, 


division, GM; Wade H. Leach, vice-president, GMAC; John C., Felli, assistant treasurer, GM; Holler; Spencer Hopkins, 


director, Sales section, GM; and T. 


Revisions Made 
In Order 2A 
Affect Sales 


DETROIT.—Amendment No. 15 
to Rationing Order 2A provides 
that new automobile purchase cer- 
tificates will not be granted here- 
after to applicants who since Jan. 
1 of this year have disposed of 
cars adequate for their needs. Test 
of the adequacy of such cars will 
be the same as it would be if they 
were currently owned by the ap- 
plicants, unless there were justi- 
fying circumstances at the time 
they were disposed of. 


The same amendment also 
makes a number of other tech- 
nical revisions, as follows: 

1. Unrestricted sale of new cars 
by inductees into the armed forces 
will be permitted hereafter only 
when it becomes certain that the 
seller actually will enter the serv- 
ice. Previously, an inductee with 
a 1942 model car could sell it, even 
to a buyer who could not qualify 
for a certificate under the ration- 
ing regulations, as soon as he re- 
ceived notice to report for induc- 
tion. If he was rejected on final 
physical examination and had sold 
his car meanwhile, he would have 
done so under a dispensation in- 
tended only for those who actually 
enter the service. 

2. Hereafter, members of the 
armed forces who acquire new 
automobiles after they have 
entered the service will be per- 
mitted to transfer them _ subse- 
quently only to certificate holders 
or to members of their own fami- 
lies. Before this change was made, 
they could sell to anyone without 
restriction. 

3. When a business changes 
hands, new passenger automobiles 
that are a part of the bulk assets 
may be transferred along with the 
other assets, without certificate, if 
they are for use in operation of 
the business and were principally 
used in the same service by the 
former owner. Heretofore, when a 
business was sold or even changed 
its form of organization (from a 
corporation to a partnership, for 
instance) it was necessary for the 
new owner to get a rationing cer- 
tificate for transfer of any new 
cars among the assets. 

4. An insurance company that 
recovers a stolen car, to which it 
has acquired title by reason of 
payment of indemnity, may trans- 
fer the car back to the insured 
without certificate, if the insured 
has not acquired or been author- 
ized to acquire a new car mean- 
while. This is a transfer without 
certificate that was not hereto- 
a permitted under the regula- 
tions. 


GM of Canada Signs 


To Make Fuselages 


MONTREAL. — General Motors 
of Canada will manufacture war- 
plane fuselages under sub-contract 
from de Havilland Aircraft of 
Canada, Ltd., the Department of 
Munitions and Supply announces. 

The department said work will 
be undertaken at GM’s Oshawa 
plant where necessary arrange- 
ment of facilities already is under 
way. Production is expected to 
start in January or February, 1943. 
The new program will involve em- 
ployment of a large number of 
workers, many of them women. 


All Wars End! 
Trucks and Tires to sell again. 


H. Keating and E. A. 


There'll be Cars and M 


Nimnicht, Chevrolet assistant general sales managers. 





SEEKING POLICIES to guide Chevrolet dealers in the unparalleled conditions 
now confronting automotive retailers, this trio reviewed programs developed 
by Chevrolet, at the Dealer Planning and Distribution Committee meeting in 
Detroit last week. Left to right, Spencer Hopkins, director, sales section, GM; 
E. A. Nimnicht, assistant general sales manager of Chevrolet, and G. A. Ames, 
manager, Business Development department, GMAC. 





A. L. DEANE, manager, Motors Holding division, GM, studies a Chevrolet- 
developed program at the meeting of the Dealer Planning and Distribution 
Committee last week as William E. Holler, Chevrolet general sales manager, 
looks on. At right is W. G. Lewellen, former Chevrolet assistant general 
sales manager and now a member of the GM defense staff. 





GENERAL MOTORS officials devoted an entire da 
status of the Chevrolet dealer under wartime oeaiie wae rete 
right, T. H. Keating, assistant general sales manager of Chevrolet; Wade H. 
Leach, vice-president, GMAC, and J. E. Johnson, former Chevrolet assistant 
general sales manager and now director, Training Service, War Products, GM. 





AMONG THE NEW MEMBERS of the Dealer P 
Committee, which met in Detroit last week to curvey Sarena Sd, Biatelbetion 
o erations through oe oie. were gohan C. Felli, assistant treasurer of 
" ; i cGinnis, vice-president, Y i 
them is K. M. Chase, assistant general sales ueeheos ar aa: tia 
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IN THE PRODUCTION OF 
WAR EQUIPMENT 











~ ~ 
>> LY 
SSS: 


In recognition of Chevrolet’s accomplishments in war equipment output, 
the coveted Army-Navy ‘‘E’’ flag has been presented to the Chevrolet 
Gear and Axle Plant in Detroit, an important unit in the nationwide 
Chevrolet production system that today is dedicated to ‘‘Volume for 
Victory.’’ This distinction comes to Chevrolet for performance —for war 
production that is only a challenge and an inspiration to an organ- 


ization serving this nation at war .. . with ‘'Volume for Victory.”’ 


DIVISION OF 


CHEVROLET 
GENERAL MOTORS 
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Boston Dealers Go Out 
After Car Buyers 


By Jim Sullivan 

Staff Correspondent 
BOSTON. — Boston automobile 
dealers have not been sitting idly 
around waiting for customers to 
come in to buy new and used cars. 
They developed a plan some 
months ago by checking through 
their records on owners of their 
particular makes who were eligi- 


ble for new cars. 

Hundreds of such owners were 
so much perplexed at statements 
about who could get cars, plus the 
reports that circulated from deal- 
ers who had trouble trying to con- 
vince boards that certain motor- 
ists were entitled to new cars, that 
owners just shied away from trying. 

Then by noting such owners 
whose cars were in the older class, 
and learning through contacting 
them that the mileage, too, was an 
added factor, the dealers were able 


WPB Approves 
Making of 4,000 
Heavy Trucks 


WASHINGTON. — Authority to 
manufacture an aggregate of 4,000 
heavy trucks of a gross vehicle 
weight of 16,000 pounds or more 
was granted by the WPB’s Di- 
rector General for Operations last 
week to 15 producers, in order to 
replace vehicles withdrawn from 
the civilian stockpile since June 1 
by the Army, Navy and Lend- 
Lease Administration. 


Trucks produced under the au- 
thorization (Supplementary Limi- 
tation Order L-1-H) must be held 
for rationing under General Con- 
servation Order M-100. The au- 
thorization expires Dec. 31, 1942. 


Beginning Sept. 1, producers are 
required to report to WPB’s Auto- 
motive branch on the first day of 
each month the number of units 
produced in the preceeding 30 
days. 

Producers are authorized to 
schedule production of these 
trucks as though they were rated 
AA-4. 

Under the terms of the order, 
unit production will be distributed 
as follows: 


Autocar, 325; Brockway Motor 
Co., Inc., 80; Dart Truck Co., 45; 
Duplex Truck Co., 4; Euclid Road 
Machinery Co., 130; Four Wheel 
Drive Auto Co., Clintonville, Wis., 
105; Hendrickson Motor Truck Co., 
Chicago, 9; International Harves- 
ter Co., 1,077; Kenworth Motor 
Truck Corp., Seattle, Wash., 30; 
Mack Mfg. Corp., Long Island 
City, N. Y., 290; Peterbilt Motors 
Co., Oakland, Calif., 20; Reo Mo- 
tors, Inc., Lansing, Mich., 40; 
Sterling Motor Truck Co., Mil- 
waukee, 31; Walter Motor Truck 
Co., Ridgewood, N. Y., 250; and 
White Motor Co., 1,564. 


Truck Releases 
1,849 in Week 


WASHINGTON. — During the 
week ended Aug. 29, WPB’s Auto- 
motive branch approved the re- 
lease of 1,849 trucks, trailers and 
miscellaneous vehicles to civilian 
users and to holders of Govern- 
ment Exemption Permits. 

A total of 126 light, 381 medium 
and 88 heavy trucks, 66 trailers 
and 22 miscellaneous vehicles were 
released to civilians, while 447 light, 
594 medium and 55 heavy trucks, 
31 trailers and 39 miscellaneous 
vehicles were rationed to GEP hold- 
ers, who include private exporters. 

Since March 9, when commercial 
vehicle rationing began, a total of 
66,162 vehicles of all types has been 
released. The total includes 5,848 
light, 15,940 medium and 4,869 
heavy trucks, 3,585 trailers and 597 
miscellaneous vehicles for civilian 
users, with 11,396 light, 15,365 
medium and 4,187 heavy trucks, 
1,136 trailers, and 3,239 miscel- 
laneous vehicles going to GEP 
holders. Miscellaneous vehicles in- 
clude station wagons, ambulances, 
and hearses. 


All Wars End! There'll be Cars and 
Trucks and Tires to sell again. 


















to persuade the prospects to make 
applications. That was one reason, 
for example, where in Boston the 
July releases were 138 against 
June’s 55. 


To cut down overhead, some 


dealers looked around for some- 
thing else to sell. 
M. Fay, of C. E, Fay Co. (Chrysler- 
Plymouth distributors), took on the 


President Allen 


blackout shades sideline. Then he 
took on the Ambulance Equipment 


Corp. ambulance unit for motor 
cars. 


Equipping some Chrysler 
cars with it, salesmen contacted 


many officials of cities and towns, 
and executives of big plants, hos- 
pitals, etc. 


As a result it appears 
that many of the units will be sold. 

President A. L. Danforth, of 
Cadillac-Oldsmobile, when the com- 
pany was settled in new quarters 


after the Army took over its big 


building, decided there was need 
for something more than service. 
So he installed a high class unit 
for recapping and retreading tires, 
put in skilled tire men to operate it, 
and the rationing board granted 
him a certificate as an official tire 
inspection station. 

He advertised in newspapers and 
wrote to Cadillac and Oldsmobile 
owners requesting customers to 
visit the station to get first hand 
advice on the possibility of im- 
proving their tires. 

Some salesmen now out of work, 
and others still with companies on 
commission, have entered the auto- 
motive field. Contacting owners, 
who were former customers, they 
have been building up a business 
by aiding in the selection of used 
cars. Many owners, knowing that 
they could not get new cars, are 
in the market for used models. So 
these salesmen are scouting around 
locating vehicles that will meet the 
requirements of owners. They then 
arrange the sales and get commis- 
sions. In some instances the sales- 
men buy the cars outright and 
take over the owner’s car, and 
find a customer for it. 


MEMA Nominates 


5 as Directors 


NEW YORK.—Motor and Equip- 
ment Manufacturers Assn.’s nomi- 
nating committee has nominated 
the following as candidates for 
vacancies created by the expira- 
tion of the terms of Office of cer- 
tain directors as of Dec. 31, 1942. 


For the regular three-year term, 
to fill the vacancy created by the 
expiration of the term of H. R. 
Kerans—R. R. Layte, president, 
Purolator Products, Inc., Newark. 


To fill the vacancy created by 
the expiration of the term of 
Elmer Rich—C. A. Benoit, presi- 
dent, Permatex Co., Brooklyn. 


To fill the vacancy created by 
the expiration of the term of R. 
B. Davis—E. E. Husted, president, 
Titeflex Metal Hose Co., Newark. 


To fill the vacancy created by 
the expiration of the term of C. 
W. Reeve—E. J. Wilcox, vice- 
president, J. H. Williams & Co., 
New York. 


For the one-year term, to fill 
the vacancy created by the resig- 
nation from the board of J. C. 
Merker because of pressure of re- 
sponsibilities owing to war con- 
ditions—R. A. Guyer, vice-presi- 
dent, DeVilbiss Co., Toledo. 





It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 





service board are 
forces. Photo shows Joseph W. 
at the ceremony. 








This group is part of a 
is receiving a 10-week motor 
Training facilities and 


WOMEN ATTEND Studebaker Service School. 


class of approximately 30 women which 
mechanics’ course at the Studebaker Service School. 
instruction are being provided by Studebaker for the Red Cross. The 
trainees are members of the Motor Corps of the South Bend Red Cross chapter. 


John Smith, Motorist 


Patient Under Criticism, He’s Giving His All 
To Conserve Transportation, Win the War 








WILLYS-OVERLAND dedicates flag pole and war-service board. 
sted names of measly 400W-O employes now in the armed 
razer, 


Special-to Automotive News 

NEW YORK.—Patient under un- 
merited criticism and willing to 
comply with all regulations de- 
signed to assist in winning the war, 
Mr. and Mrs. Average Motorist 
“are ready to make any sacrifice 
which will bring victory,” it is 
found in survey conducted by the 
Automobile Club of New York. 


A canvass of thousands of mem- 
bers of the organization to classify 
their attitude toward the various 
restrictions was conducted under 
direction of William J. Gottlieb, 
president, who announced the find- 
ings as follows: 

“Let’s take the case of John 
Smith, American, and his status as 
@ motor car owner in war time. 
He is an average citizen who lives 
in the suburbs, in a house he owns. 
He has a wife and a couple of chil- 
dren. He is neither wealthy nor 
poor. 

“Before the war his life literally 
revolved around his motor car, a 
fact that he took pretty much for 
granted. When he bought a new 
car, he took reasonably good care 


of it and at the end of two or 


three years, turned it in on a 


new model. 

“He paid out a sizable amount 
every year in taxes, fees and tolls, 
rarely complaining except when 
the revenue was diverted to general 
interests for which he felt he 
should not be doubly taxed. 

“The automobile gave him so 
much service and comfort and ease 


that he was not unwilling to pay 


a premium for those advantages. 
The car was useful in his business; 


it took him to work, or at least 


part of the way to work. It helped 
him to make and maintain from 
time to time valuable out-of-town 
business contacts. 

“Mrs. Smith used the car, too, 
to take the children to school, and 
part of its schedule included shop- 
ping trips. 

“Socially, the car broadened the 
family’s 


visits with relatives and friends. 
It meant week-end trips, healthful 
recreation, sports participation, and 
on summer vacations, wider knowl- 
edge of the country. 

“But it took Pearl Harbor and 
subsequent events to show John 
Smith how much his car meant to 
him. Suddenly he was faced with 
talk of a tire shortage, and then 
with stoppage of motor-car produc- 
tion. On top of that he had to 
cope with rationing and shortages 
of gasoline. 

“This brought a sudden and 
startling change to the everyday 
life of John Smith. He and his 


On the 


president, and other officials 


venience. 


horizon enormously. It 
made for frequent interchange of 


family had to revise their habits, 
had to give up a measure of con- 
The Smiths have made 
and are making those revisions. 

“We know this in our own or- 
ganization; we have thousands of 
John Smiths enrolled in the mem- 
bership of the Automobile Club of 
New York. We hear their problems 
and how they are meeting them. 
We know their troubles and their 
requests for aid. 


“And we have reached the con- 
clusion that John Smith is being a 
good soldier on the civilian front. 
He has stood in line patiently for 
gasoline card registration; he has 
filled out forms and questionnaires 
uncomplainingly. He has cut his 
driving to bare necessity; he is 
studying his car more carefully and 


ordering frequent checkups as' 


means of effecting economy. 


“These things need to be said, 
for John Smith has taken a good 
deal of unjustified criticism from 
people who should know better. 
Politicians have used him as a 
whipping boy to cover their own 
inadequacies. Thoughtless spokes- 
men have accused him of burning 
up rubber and wasting gasoline, 
and of being heedless of the 
national interest. 


“Some people have even dragged 
out the moth-eaten phrases ‘plea- 
sure driving’ and ‘pleasure car.’ 
Those phrases have been outmoded 
for years. It would be just as silly 
today to speak of a ‘pleasure train’ 
or ‘a pleasure horse and buggy’ as 
it is to speak of the automobile 
as ‘a pleasure car.’ 

“Criticism in a few cases is 
justified. It is perfectly true that 
there are chiselers and reckless 
motor car owners on the roads to- 
day. But they are not in the John 
Smith class. If we did not know 
by our own observation that John 
Smith is being conscientious about 
car use, we would have only to 
consult recent motor vehicle sta- 
tistics. There has been a volun- 
tary decline in motor vehicle use; 
registrations have fallen; and there 
is a decline in other motor vehicle 
revenues. It is fair to say that a 
good proportion of the savings 
effected are due to the wholeheart- 
ed and patriotic cooperation of 
John Smith. 


“He is sharing his car, he is 
using it only when necessary, and 
he is being an all-around good 
sport. He deserves plenty of praise!” 


Advisory Groups Set 


On Transport Problems 


WASHINGTON. — Joseph  B. 
Eastman, director of Defense 
Transportation, last week an- 
nounced the formation of trans- 
portation advisory committees in 
Boston, Chicago, Memphis and 
Pittsburgh to act in an advisory 
capacity to the field staffs of 
ODT’s divisions of Railway Trans- 
port and Motor Transport. 


Committees will collaborate on 
rail-truck coordination studies and 
railroad matters in general. The 
membership of these committees 
represents a cross-section of the 
shippers in their respective com- 
munities. Additional committees 
will be established in other key 
cities from time to time. 


“Worth its weight in gold!’’- 
Dealers say about Automotive News 


On marr 


Parts Maker 
Penalized for. 
PRP Violation 


DETROIT.—Charged with mis- 
representations in its application 
for priority assistance under the 
Production Requirements Plan, the 
Joseph Pollak Corp. a Boston 
manufacturer of automobile re- 
placement parts, is prohibited for 
a period of six months from re- 
ceiving, fabricating or delivering 
any such parts or any steel, copper, 
bronze, brass or monel sheets. 

In addition, all priority assistance 
and allocations of scarce materials 
are denied the company for the 
coming half-year. , 

Suspension Order S-88, imposing 
these severe penalties, states that 
the Pollak company, in its PRP 
application for the second quarter 
of 1942, falsified its report of almost 
$100,000 worth of sales by stating 
that they had been made on orders 
bearing preference ratings when, 
as a matter of fact, most of the 
shipments had been made to fill 
unrated orders. 

This manufacturer further vio- 
lated priorities regulations by ex- 
tending the ratings granted him to 
greater quantities of materials 
than were authorized on his PRP 
certificate, and by applying a rat- 
ing to an order for 8,800 pounds 
of monel sheets, a metal which he 
had not been authorized to receive 
in any quantity. 


Bendix Earnings 


Hit $11,035,022 


DETROIT. — Bendix Aviation 
Corp. reports earnings for the nine 
months period of the fiscal year 
ended June 30, amounting to $11,- 
035,022 after deducting reserve 
provisions for federal excess 
profits and income taxes in the 
amount of $66,232,792. 

An effective income tax rate of 
80 percent has been used as the 
basis of estimating the corpora- 
tion’s tax liability in this respect 
for the last six month’s period of 
the nine months period covered by 
this report. 

While effect has been given in 
the third quarter of the fiscal year 
to substantial voluntary reductions 
in prices as previously announced 
and to subsequent price reduc- 
tions, no effect has been given to 
any possible further reductions 
due to renegotiation of contracts 
under Section 403 of Public Law 
No. 528. 

The foregoing interim earnings 
report, therefore, must be con- 
sidered as tentative only. 

Production and deliveries have 
continued to accelerate through- 
out the past quarter. In fact, de- 
liveries in each month increased 
progressively approximately 10 
percent over the deliveries of the 
preceding month. 


Asks Relief for Salesmen 


In Fuel-Rationed Area 


ROANOKE, Va.—Rep. Clifton 
A. Woodrum, of the Sixth Virginia 
congressional district, has invited 
senators and representatives from 
the 17 Eastern Seaboard gasoline- 
rationed states to join in an effort 
to agree on some course of action 
to provide relief for traveling 
salesmen in the rationed zone. 

He suggested, in a letter to 
members of the several state dele- 
gations, that a meeting be called 
as soon after Labor Day as pos- 
sible to work out a concerted plan 
in which all could join. He said he 
had held a number of conferences 
with salesmen in Virginia and was 
deeply concerned over their situa- 
tion. Not only were salesmen in 
the rationed zone being deprived 
of their livelihood, but in the 
border zone they were confronted 
with competition from rival sales- 
men from the unrationed area in- 
fringing on their territory. 


Rail Uses Car 


CHICAGO.—Illinois Central Railroad 
attracted attention here last week by 
demonstrating what it calls a ‘‘railcar.”’ 
The name is given to a 7-passenger 
automobile equipped with flanged 
wheels and utilized in getting to vari- 
ous parts of the Chicago terminal area 
in a hurry. It is strictly a mode of 
convenient transportation for the rail- 
road officials, who have fitted it out, 
a la steam locomotive, with a bell, 
siren, cow catcher and standard signal 
equipment such as is employed for 
regular trains. 





























HERE are two ways you can 
look at what is taking place in 
busy, wartime American industry. 


You can consider, first, the immedi- 
ate aspect — what is being done to 
provide the specific weapons which 
our army must have before victory 
can be forged. 


Or you can take the long-haul view 
—what is happening that can serve 
to make life richer and finer once 
peace is won. 


On the first score, news items like 
these, which could be multiplied 
many times over, tell the story 
quickly: 


*% “The rate of production on Buick-built air- 
plane engines has for some months been more 
than a year ahead of original schedules. Quality 
in these engines has proved to be above what 
the most optimistic at first thought possible.” 


* “One of Buick’s newest and most impor- 
tant contributions is the production of large 
shell casings bya method which permits the use 
of steel instead of precious copper and brass.” 


* “The Buick tradition for building rugged 
vehicles that can take it is being well maintained 
by Buick’s part in the nation’s tank program. 
Building essential drive parts, Buick is more 
than meeting requirements of volume while pro- 
viding precision that is a great factor in our tanks’ 
reputation for dependable performance.” 


* ‘‘Anti-dive-bomber shells are being produced 
by Buick in quantities.” 


* “Gun mounts, made in one Buick plant, re- 
quire a freedom from gear play and backlash 
such as might be expected only from hand- 
finished laboratory products. Quality-wise, Buick 
mounts might pass for just that, if steady and 
voluminous output did not prove them the fruit 
of established mass production.” 


The list of such items would be 
longer if the whole tale could now 
be told. 


The important thing is—America 
is getting its needed war goods— 
and while getting them, is acquir- 
ing other precious assets for the 
days to come—for example: 


KX 
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Such examples we can report from 
experience without going beyond 
our own sphere. 


We have every reason to believe 
that other businesses can cite simi- 
lar accomplishments. 


The nation is scoring success in 
the volume production of wares 
needed for victory and at the same 
time marking up home-front tri- 
umphs that will remain with us to 
enrich the peace. 


Such things are double items on 
the asset side—assets now, when 
all that matters is providing our 
fighting forces what they need to 
win—assets in days to come, when we 
will have a better world to build. 
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Murray-Patman Act 
Questions, Answers 


Following are the contents of an 
eight-page booklet—Questions and 
Answers on the Murray-Patman 
Act—just issued by National Auto- 
mobile Dealers Assn.: 

. What articles handled by auto- 
abiie dealers are covered by the Act? 

A. All automobiles subject to ration- 
ing or in the “pool” including used 
1942 models, repossessed 1942 models, 
demonstrators, and dealers’ 1942 model 
business cars. Also all trucks subject 
to truck rationing. Aiso all new tires, 
and all newly recapped or retreaded 
tires. 

Q. Is a dealer limited to the line of 
cars he is enfranchised to sell in_ob- 
taining loans from RFC or in making 
sales to RFC? 

A. No. A dealer may purchase cars 
or trucks of another make and obtain 
loans or sell to RFC. RFC will re- 
quire, however, that the manufacturer 
will agree to honor _the_ warranty on 
his cars which are handled by other 
dealers. It is not necessary for him 
to stock parts for or specialize in 
service for those cars which he does 
not ordinarily handle. 

Q. How can a dealer obtain a loan 
on automobiles and trucks? 

A. He can make application to the 
nearest RFC office. 


Banks, Finance Firms 

Q. Can a dealer obtain RFC loans 
through his finance company or bank? 

A. REC has made available to fi- 
nance companies and banks a con- 
tract whereby the loans can be made 
through the finance companies or 
banks. So far GMAC is the only major 
finance company which has signed up. 
Dealers can suggest to their banks 
that they contact RFC about the 
available contract. 

Q. How much can a dealer borrow 
on new cars and trucks? / 

A. He can borrow his laid-in cost 
including freight, plus 1 percent of 
list per month for each month since 
Jan. 1, 1942. 

Q. Can a dealer ar borrow the 
1 percent per month if he chooses? 

. Yes. rthermore, he can borrow 
it each month or for all or any part 
of accumulated months. 

Q. What rate of interest does RFC 
charge on loans? 

A. 4 percent per annum. 

Q. Is the dealer personally liable for 
any deficiency on the note he signs 
upon getting an RFC loan? 

A. Generally speaking, RFC will not 
seek any deficiencies. The dealer is 
not liable for any loss RFC may in- 
cur by reason of any price limitation 
made by OPA. RFC wanted the note 
to provide for a deficiency right for 
two reasons: ffirst, in some_ states 
RFC can not obtain a valid lien on 
the car and they would not be able 
to assert any claim in a bankruptcy 
proceeding unless the note personally 
obligated the dealer; second, they may 
want to be able to assert a claim 
against a dealer if RFC sustains a 
loss due to negligence or willful mis- 
use of a car while it is in the dealer’s 
hands before it is turned over to 


Law Entitles Dealer 

. Is RFC compelled b law to 
make loans to automobile dealers? 

A. RFC is authorized 5 this Act 
to make loans to dealers in rationed 
articles. RFC has declared automobile 
dealers eligible. A dealer is entitled 
to a loan on automobiles and trucks 
if he agrees to put them in condition 
according to RFC standard require- 
ments. 

. Can a dealer make a loan from 
RRC and obtain monthly loans _ later 
without putting the cars in condition? 

A. No. Before getting further_month- 
ly loans the car must be conditioned. 

. Will RFC loan on_ heaters and 
radios installed by the dealer? 

A. Yes, including an allowance for 
installation cost. 

Q. Will RFC loan on radios and 
heaters in dealer’s stock not installed 
on cars? 

A. At present, no. Dealers are per- 
mitted to install them _and have them 
included in the loan. If this does not 
provide enough relief, RFC may work 
out a special plan for radios and 
heaters later. ; 

Q. Can dealers install accessories 
other than radios, heaters and air con- 
ditioning units and have the loan 
cover such accessories? 

A. He may install other accessories 
and have the cost price included in 
the amount of the loan if the acces- 
sories are of the type usually in- 
stalled in such vehicle when offered 
for sale at retail or if they are of the 
type required to be installed by local 
law. 

Regular RFC Practice 

Q. The RFC’s application form for 
loans requires a financial statement. 
Will a loan be refused if the state- 
ment shows the dealer is not in a 
distressed financial condition? 

A. No. RFC’s practice is to obtain 
a financial statement on ce type of 
loan it makes. RFC will be interested 
in the dealer’s financial statement 
principally for the purpose of seeing 
whether he can be reasonably ex- 
pected to properly condition and main- 
tain the automobiles. 

Q. What is the purpose of the 
agreement by the dealer on the ap- 
Slication that he _ will not increase 
salaries over $3,600 a year without 
RFC’s consent? : 

A. This is a standard requirement 
on all RFC loans. 

Q. What insurance does RFC re- 
quire? 

“= Ordinary fire and theft. 

Q. If a dealer sells a car he has 
had in stock since Jan. 1, 1942, to 
RFC, prior to July 1, 1943, what price 
will he receive? 

A. He will receive the total of (1) 
the invoice cost of the car paid to 
the factory or distributor, (2) trans- 
portation paid to the factory if pre- 


paid, or rail freight at carload rates 
otherwise, and (3) 1 percent of list 
price for each month commencing Jan. 

, 1942, to date of sale to RFC. 

Q. If a dealer buys a car from an- 
other dealer, how much can he bor- 
row from RFC? 

A. He can borrow the same amount 
as if he had owned the car originally. 
If he paid the dealer a premium he 
can not borrow the amount of the 
premium. 

Q. If a dealer buys automobiles or 
vehicles from a manufacturer’s sales 


agent or subsidiary after May 11, 
1942 * e 


(the effective date of the 
Murray-Patman Act) can he obtain 
loans from RFC? 

A. Yes. However, he cannot borrow 
the 1 recent for the period of time 
before he acquired the vehicles unless 
he actually paid the 1 percent to the 
manufacturer or manufacturer's sales 
agent or subsidiary at the time of 
purchase. 


Computing Monthly Loan 

Q. How is the 1 percent he can 
borrow monthly computed? 

A. In the case of automobiles, it is 
1 percent of the yg a as published 
in Price Schedule , but not to ex- 
ceed $15. In the case of commercial 
units and trucks he can borrow 1 per- 


cent of the invoice cost (not inc aa 


ing ee eee marked u 
ercent. For example, on a truck cost- 
ng $1,000, he could borrow 1 percent 
of $1,333.33, or $13.33. 

The $15 limit in the case of pas- 


senger cars does not apply to trucks, 


but RFC is workin 
example, on ver 


out a limit. For 
eavy trucks cost- 
ing $6,000, RF will ag coe, not 
loan 1 percent of $6, marked up 
33% percent, or $8,000, which would 
be 380 a month, but some top monthly 
allowance will be fixed. 

Q. On passenger cars, can a loan be 


obtained beyond the 1 percent for 


storage expenses such as recharging 
batteries? 

A. No. The 1 percent is supposed to 
be_enough to cover all expenses. 

Q. If a dealer applies for a loan on 
a car he has purchased from another 


dealer, the RFC, or from a finance 
company, must he correct damage 
caused in storage before he _ pur- 
chased it? 


A. In order to obtain a loan he must 
agree to = the car in good condi- 
tion and keep it in accordance with 
RFC specifications. 


Loan on Demonstrator 

Q. What is the basis upon which a 
loan may be obtained on a demon- 
strator? 

A. The amount must be_ negotiated 
with the RFC. Similarly, the amount 
must be negotiated on making a sale 
to RFC. If the RFC and the dealer 
cannot_agree on the amount of the 
loan, RFC will appoint an appraiser 
and the amount of the loan will be 
based upon the e Of course, 
the dealer is not bound to accept the 
loan if he is dissatisfied with the ap- 
praisal, but he must agree to pay the 
cost of the appraisal. 

Q. If a dealer has cars left on July 
1, 1943, is RFC compelled to buy 
them? 

A. The Act authorizes RFC to pur- 
chase at the fair retail price, but RFC 
has ees this as mandatory by 
reason of the commitment made to 
Congress by Mr. Jesse Jones. 

Q. Does the law specifically contain 
the date “July 1, 1943?” 


A. No. The law authorizes RFC to 
purchase at “the fair retail price” 
articles that have been in the hands 


of one or more dealers for 18 months 
after the beginning of rationing. Jul 

‘ . is 18 months after Jan. lI, 
1942, the date the “freeze order’ was 
issued. 

Q. In the case of vehicles shipped 
by the factory after Jan. 1, 1942, does 
the 18 months run from Jan. 1, 1942, 
or from the date they were received 
by a dealer. 

A. The 18 months run from the date 
received by the dealer. If the dealer 
received the car on Jan. 18, 1942, RFC 
will not pay, the fair retail price until 


aay 18, 

Q. In the case where a factory shipped 
to one of its zone offices or retail 
stores on or before Jan. 1, 1942, and 
the dealer purchased it after Jan. 1, 
1942, when does the 18-month period 
commence to run? 

A. RFC for this purpose treats the 
zone office or retail store the same 
as a dealer, and the 18-month period 
would commence Jan. 1, 1942. 


Fair Retail Price? 

Q. What is the “fair retail price? 

A. The Act says RFC will buy at 
the “fair retail price as fixed by the 
Price Administrator.” Leon Hender- 
son, price administrator, wrote the 
Senate Banking and Currency com- 
mittee: “Presumably, the Office of 
Price Administration ceiling price is 
‘the fair retail price’ within the mean- 
in of sub-paragraph (4).” Price 
Schedule 85 was read into the record 
on the Senate debate as being the 
fair retail price for automobiles. On 
the floor of the House, Congressman 
Halleck stated: “Therefore, under sec- 
tion 4 it will not be necessary for the 
Price Administrator to fix another re- 
tail price for new automobiles, and 
if any cars are tendered to RFC under 
section 4, it would naturally follow 
that RFC would pay the prices set out 
in Price Schedule 8&5. This _ price 
schedule is clearly in the .minds of 
the Members of Congress in the con- 
sideration of this bill.” On July 14, 
1942, NADA requested Leon Hender- 
son to clarify the fair retail price on 
automobiles and trucks. His reply was 
as follows: 

“Your letter of July 14, 1942, in 
which you asked me to fix the “fair 
retail price’ of automobiles in ac- 
cordance with the Murray-Patman Act, 
has received careful consideration by 
this office. 

If the automobile dealers of the 
country want assurances that the 





Motorists Do About-Face 


On Test-Station Orders 
VANCOUVER, B. C.—Motor- 
ists here, who used to grumble 
when city testing station attend- 
ants told them their cars could 
not be passed unless wheel 
alignment, brakes or steering 
gear were repaired, now smile 
“Thanks for the tip” and dash 
off to the nearest garage. 
Vancouver motorists are now 
definitely “tire-conscious,” says 
Sergt. H. S. Gray, motor vehicle 
inspection station head. “We 
don’t have the slightest worry 
now about city motorists getting 
their cars in first-rate shape to 
pass their tests. If it’s anything 
at all to do with wear and tear 
on their tires, they are only too 
glad to pay the garage cost of 
having it repaired. That’s a big 
change from the old days.” 
Number of cars on Vancouver 
streets is almost the same de- 
spite rationing. Total drop in 
volume of cars tested to date 
is only 6 percent. “Only differ- 
ence is that people just are not 
driving as far,” says Sergt. Gray. 


“fair retail price” fixed by the Office 
of Price Administration for the pur- 
chase of automobiles in July, 1943, 
under the Murray-Patman Act will be 
just, I am glad to give them such 
assurances. But I cannot now, in view 
of the uncertainties of a war economy, 
definitely state what the price will be 
in July, 1943. There are so many im- 
ponderables involved, believe I 
would be rash if I attempted now to 
determine the “fair retail price” of 
any commodity a year hence. 

You. state in your letter that it is 
your belief that the “fair retail price” 
should coincide exactly with the ceil- 
ing price set forth in Price Schedule 
No. Bs. Even assuming your position 
in this respect is sound, I would not 
now be in a position to state what 
the ceiling price will be in July, 1943. 
Indeed I do not have that authority 
under the Emergency Price Control 
Act of 1942. Furthermore, all of the 
orders, regulations, and schedules is- 
sued by this Office are subject to 
amendment. In view of the rapid 
changes which are now taking place, 
it could not be otherwise. ice 
Schedule No. 85 is no exception. For 
the Office of Price Administration to 
depart from this rule only in the case 
of automobiles would obviously be un- 
fair. It would place automobile deal- 
ers in a favored position in relation 
to merchants dealing in other rationed 
commodities, who do not have the ad- 
vantage of any such certainty as to 
future price. oreover, such a com- 
mitment on my part might well in- 
duce some dealers to hold cars for 
sale to the Reconstruction Finance 
Corp. rather than to sell them to 
eligible purchasers. I believe dealers 
generally would agree that they can 
make a greater contribution to the 
war effort by delivering these cars to 
essential users under the Rationing 
Program rather than by holding them 
for sale to the government. In this 
connection, I should like to call at- 
tention to the ee. statement 
made by the Honorable right Pat- 
man in the House of Representatives 
when the Murray-Patman Bill was 
debated: 


For Special Purpose 

“The Bill says that the price will 
be the price fixed by the Price Ad- 
ministrator. That was deliberately 
written into the bill so as to en- 
courage dealers to dispose of their 
stocks before the expiration of the 
18 months, if possible. If you write 
some ppttamtend cost provision into 
this bill you will give some dealers 
no inducement whatsoever to sell their 
cars; but will give them every in- 
ducement to hold them until after the 
18 months and turn them over to the 

overnment. ... by having the Price 

dministrator fix the price, and we 

presume he will fix a reasonable 
rice... dealers ... will have every 
nducement to try to make _ these 
trades before the end of 18 months, 
and sell the cars themselves.” 

If some new cars are on hand in 
July, 1943, I assure you that full con- 
sideration will be given to the equities 
of all concerned in Sxing a “fair re- 
tail price’—one which will yield deal- 
ers generally a fair and equitable 
margin, all things considered. 

The condition of the cars in July, 
1943, is one factor which will be taken 
into consideration in establishing the 
“fair retail price.” Your Association 
will make a worthwhile war contri- 
bution by urging all members to see 
that the Government storage and 
maintenance requirements are adhered 
to strictly, so that new cars will be 
delivered in good condition. 

With respect to the price of trucks, 
the same considerations make it un- 
wise for me to state now what the 
“fair retail price” will be in July, 
1943. As to the issuance of a specific 
price schedule for trucks, research is 
now under way to determine whether 
such a schedule should be issued. 

I want you to know that this Office 
is aware most appreciative of the 
cooperation of your Association. 

Sincerely yours, 
LEON HENDERSON, Administrator” 


Q. May a dealer go out of business, 
warehouse his cars and collect on 
them on July 1, 1943? 

A. This Act was not designed to 
rotect such a dealer. He should sell 
is cars to another dealer or RFC at 
the time of going out of business. 
RFC has instructed its loan agencies 
that the pesenegee of selling to RFC 
at the fair retail price after 18 months 
“are available only to dealers who 
stay in business and own automobiles 
or vehicles at the expiration of said 
18 months period.” 





Text of Regulations 
On Car Conditioning 


(Continued from Page 1) 
writing must be made by that when on display in customary display 
time to the OPA. 





(1) Cover all openings through which 


Following is the complete text 


of the new regulations: 

Amendment 4 to Revised Price 
Schedule 85, New Passenger Cars. 

A statement of the considerations 
involved in the issuance of this amend- 
ment has been prepared and filed with 
the Division of the Federal Register. 

Section 1360.51 (c) and 1360.52 (e) 
are amended, and a new 1360.62, Ap- 
pendix B: Standards for Maintenance 
of new passenger automobiles is added, 
as set forth below: 

1360.51 MAXIMUM WHOLESALE 
PRICES FOR NEW PASSENGER 
AUTOMOBILES. / 

(c) To the maximum price may be 
added an amount equal to 1 percent 
of the list price of the automobile, or 
$15, whichever is lower, for each cal- 
endar month or greater part thereof, 
after Jan. 31, 1942, which elapses prior 
to the sale of the automobile by the 
manufacturer, distributor, or exporter: 
Provided, That the automobile shall, 
on and after Sept. 30, 1942, receive 
while in storage all the maintenance 
operations set forth in Appendix B, 
as therein required: Provided further, 
That no amount whatsoever under this 
paragraph (c) shall be added to the 
maximum wholesale price unless: 

(1) The automobile sold shall, on 
and after Sept. 30, 1942, have received 
while in storage all the maintenance 
operations set forth in Appendix B, as 
therein required: and 

(2) The seller, at the time of sale, 
shall certify in writing to the pur- 
chaser and to the Office of Price Ad- 
ministration that the automobile sold 
has, on and after Sept. 30, 1942, re- 
ceived while in storage all the mainte- 
nance operations set forth in Appendix 
B. as therein required in the following 
orm: 


The undersigned hereby certifies 
SE, CIN. ciscirrsieivewn automobile bearing 
motor number ............ and/or serial 
number ............. has, on and after 


September 30, 1942, received while in 
storage all the maintenance opera- 
tions set forth in Appendix B of 

Revised Price Schedule No. 85—New 
Passenger Automobiles, issued by 
the Office of Price Administration, 
as required therein. 

IE ivdcotiesaschiens 

The certification of the Office of 
Price Administration shall be filed to- 
gether with the report of sale required 
by Rationing Order 2A New Passenger 
Automobile  Rationin Regulations, 
issued by the Office of Price Adminis- 
tration, with the War Price and Ra- 
tioning Board designated in such ra- 
tioning regulations to receive such 
report of sale. 

1390.52 MAXIMUM RETAIL PRICE 
FOR NEW PASSENGER CARS. 

(e) An amount - to 1 percent 
of the list — of the automobile, 
or $15, whichever is lower, for each 
calendar month or greater part thereof, 
after Jan. 31, 1942, which elapses prior 
to the sale of the automobile to the 
purchaser: Provided, That the automo- 
bile shall on and after Sept. 31, 1942, 
receive while in storage all the mainte- 
nance operations set forth in Appendix 
B as therein required: Provided 
further, That no allowance whatsoever 
under this paragraph (e) shall be in- 
cluded in the maximum retail price 
unless: 

(1) The automobile sold shall, on and 
after Sept. 30, 1942, have received while 
in storage all the maintenance opera- 
tions set forth in Appendix B as 
therein required; and d 

(2) The seller, at the time of sale 
shall certify in writing to the pur- 
chaser and to the Office of Price Ad- 
ministration that the automobile sold 
has, on and after Sept. 30, 1942, re- 
ceived while in storage all the mainte- 
nance operations set forth in Appendix 
B as_ therein required, in the form 
provided in 1360.51 (c) (2). The certi- 
fication to the Office of Price Adminis- 
tration shall be filed together with 
the report of sale required by Ration- 
ing Order 2A, New Passenger Auto- 
mobiles Rationing Regulations, issued 
by the Office of Price Administration, 
with the War Price and Rationing 
Board designated in such rationing 
sagutation to receive such report of 
sale. 


1390.62 APPENDIX B: STANDARDS 
FOR MAINTENANCE OF NEW PAS- 
SENGER AUTOMOBILES. (a) General 
Instructions. (1) All new passenger 
autgmobiles must be stored indoors. 
Select a clean, dry building suitable 
for the storage of such automobiles. 


Cover all openings through which 
animals and birds may enter storage 
space. Prevent water leakage. Remove 


loose dirt and whitewash lime. 

(2) Allow sufficient space between 
vehicles for accessibility to perform 
all specified maintenance operations. 

(3) The operations specified under 
the heading ‘‘Maintenance Operations” 
are of two categories: ‘‘Initial’’ opera- 
tions, which if not already performed. 
are to be performed, and ‘Repeat’ 
operations which must be performed 
at intervals of six months, or when 
necessary as indicated below. 


1. INITIAL AND WHENEVER 
NECESSARY. VEHICLE. 

(a) Thoroughly wash vehicle, remove 
all foreign substances, mud, dirt, 
grease spots, oil, tar. 

(b) Check paint, touch up all exposed 
metal surfaces to prevent rust. 


2. INITIAL. WINDSHIELD WIPER. 

Remove blades, store in glove com- 
partment. 

3. INITIAL AND EVERY SIX 
MONTHS. UPHOLSTERY AND 
FLOOR COVERINGS. 

(a) Clean and moth-proof all uphol- 
stery, including seat cushions, seat 
books, side walls, headlinings, floor 
mats and carpets. 

Initial: 

((b) After moth-proofing upholstery, 
protect it from direct sunlight, except 


with 


chrome-pla 
water; when 
light oil, 
preparations; wipe off until no excess 
oil or wax appears on the surface of 
the chrome. 


and replace 






light may enter storage space. 


(2) Cover the inside of all vehicle 


windows and windshields with paper, 
using masking tape. 


(3) Cover the vehicle with a paper 


or cloth cover. 


(4) Completely cover all upholstery 
aper, using masking tape. 
Initial: 

(c) Place floor mats in their normal 


position on floor, not rolled up. 


INITIAL AND _ WHENEVER 


4, 
NECESSARY. CHROME-PLATED 
SURFACES. 


clean all 
with clear 
dry, apply a coating of 
liquid wax, or_ special 


Keene ond wash and 
ted surfaces 


5. INITIAL. CONVERTIBLE TOPS. 
With respect to convertibles, see 


that the tops are up and leave the 
shipping cover over the top, or cover 


it with paper, using masking tape. 
6. INITIAL. ENGINE. 
(a) Drain engine oil and refill crank 


case with at least % eharge of rust- 


inhibiting oil. 
(b) Run engine for 5 minutes at idle 


speed or about 1,000 rpm. Leave this 
oil in engine. 


7. INITIAL. FUEL SYSTEM AND 
CARBURETOR. 

(a) Drain _——_ tank completely 

filler cap to exclude dust. 

(b) Run engine until all gasoline is 
consumed. 

8. INITIAL. SPARK PLUGS. 

Remove spark lugs. Inject two 
ounces of rust-inhibiting oil into each 


cylinder when piston is on the power 


stroke. Slowly turn engine over a 
few revolutions with starter. Replace 
spark plugs. 


9. INITIAL. VALVE COMPART- 
MENT (OVERHEAD VALVE EN- 
GINES. 

Remove cover. Spray rust-preventive 
compound or SAE 10-W on mechanism 
and inside cover, or park with oil 
soaked rags. Replace cover. 

10. INITIAL. EAL ENGINE. 

Seal the engine. This can be done 
in_the following manner: 

Remove engine oil filler tube cover 
and crankcase breather cover, if there 
is one, and seal the openings. Also 
seal the air cleaner, tail pipe, and 
any other openings into the engine. 
Tubes or pipes can be sealed satisfac- 
torily by covering with a small piece 
of oiled or waxed paper, gathering 
the edges of the paper around the 
tube and tying them with a_ cord. 
The air cleaner can be sealed con- 
veniently by covering with a paper bag 
and tying a cord around it at the solid 
part on the engine side of the air in- 
take openings. Sealing the engine to 
a large extent prevents air moisture 
from entering the engine. 

Note: Since no provision has been 
made for turning the engine over at 
regular intervals, it is absolutely 
essential that the recommended pro- 
cedure for conserving the engine be 
followed carefully. 


11, INITIAL. BATTERY REMOVAL. 
_ (a) Remove the battery and store it 
in a cool place near recharging equip- 
ment, to facilitate servicing. Clean 
battery connections and wipe with 
light grease. 

(b) If dealer has pertebie battery 
charging equipment, he may elect to 
leave battery in vehicle. In either case 
battery must be maintained as per item 
12 below. 


12. INITIAL AND AS SPECIFIED 
UNDER “MAINTENANCE OPERA- 
TIONS.’"’ BATTERY MAINTENANCE. 

(a) Check the specific gravity at 
regular intervals of six weeks, except 
in extremely hot weather when inspec- 
tion periods should be cut to ne 
weeks. (b) Check and correct water 
level at each inspection and recharge 
batteries as necessary to bring gravity 
reading to 1,280 or above. In no case 
should the specific gravity be allowed 
to fall below 1,220. These specific 
gravity readings are given for bat- 
teries at 60 degrees F. air temperature. 

13. INITIAL. COOLING SYSTEM. 

<pmpletety drain cooling system in- 
cluding radiator, cylinder block, pump, 
heater, hose and all water connections. 
Leave system dry. 

Note: If coolant contains anti-freeze 
and rust-inhibiting solution, it may be 
left in the cooling system. 

14. INITIAL. BRAKES. 

Leave all brakes in released position. 


15. INITIAL. CLUTCH. 

Block the pedal of dry clutches in 
are nee A Sneed position. It is 

ssary to disenga > > 
=. . ae Cer type 

16. INITIAL AND AS SPECIFIED 
UNDER MAINTENANCE OPERA- 
TIONS. TIRES. 

Jack up vehicle in storage location 
taking weight off the tires. Maintain 
the air in tires between % and % 
operating pressures so that vehicles can 
be pushed or towed out quickly if 
necessary in an emergency. Tension 
in cords will be relieved by lowered 
OT. INITIAL AND I 

a F NECESSARY. 
EVERY SIX MONTHS WHERE AP- 
PLICABLE. HOOD LATCHES, HIN- 
GES, BRAKE CONNECTIONS. 

Lubricate with light oil all hood 
latches, hinges, and brake connections. 

18. INITIAL WHERE APPLICABLE. 
DOORS AND WINDOWS. 

(a) Close doors, windows tightly. 

(b) Close all venti-panes. 

(c) Leave cowl ventilator open (if 
screened). 

Note: Materials called for in the 
performance of these maintenance 
operations such as oils, wax and rust- 
inhibitor, should be of a grade recom- 
mended by the vehicle manufacturer. 

Amendment No. 4 (1360.51 (c), 

Effective Sept. 30, 1942. 


room, by one of the following methods: 


a: 








es: 


It will open... of course! // 


Because it has been folded properly. Because 
it has been made with care. Because it has 
been inspected with even greater care. 

And because it has been stored in a special 
air conditioned room—with exact temperature 
and humidity control—to protect the silk fabric 
against mildew or other climatic damage. 

Ordinary air conditioning .. . the kind of air 
conditioning you’ve known in the past... 


wouldn’t do for a job like this. More precise... 
and more flexible equipment .. . the air condi- 
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tioning of the future . . . had to be developed. 
General Electrie has been specializing. in 
meeting the difficult air conditioning problems 
created by America’s war effort. Air condition- 
ing to preserve materials . ; . to improve the 
operation of machinery .. . to make it easier for 
men to work better! 
When final Victory is won, many valuable 
lessons learned in fighting the Battle of Pro- 
duction will be turned to the uses of peace. 


More people will be able to enjoy air con- » 


5S 





11—( 463) 


ditioning in homes, offices and other places... 


because it will be less expensive, more com- 
pact. And it will be vastly improved air condi- 
tioning... with accurate control of humidity as 
well as temperature. Required climates will be 
reproduced at will. 

When the time comes to supply the air condi- 
tioning needs of the post-war world, General 
Electric will be ready. General Electric Co., 
Air Conditioning and Commercial Refrigera- 
tion Department, Bloomfield, New Jersey. 


Ahan Conditioning by 


GENERAL @ ELECTRIC 
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the 4th Dimension 





Adv. Income Tax Deductible; 


Blees to YGR 


By Pete Wemhoff 


Deductible 

Assurance that normal advertis- 
ing expenditures, and those neces- 
sitated by the numerous contin- 
gencies arising from the war pro- 
gram, are deductible for income tax 
purposes, is contained in a clarify- 
ing explanation of the attitude of 
the U. S. Treasury department and 
the Bureau of Internal Revenue, 
made public by the Assn. of Na- 

tional Advertisers with the approval 
of the office of the Commissioner 
of Internal Revenue. 

The explanation, based on a con- 
ference between officials of the 
association and of the government, 
was in the form of a letter signed 
by Paul B. West, president of the 
association, addressed to the Com- 
missioner of Internal Revenue. 

West pointed out in his letter 
that there has been a great deal 
of confusion on the part of 
business management as to the 
deductibility of advertising ex- 
penses in corporate income tax 

returns, inasmuch as some com- 
panies are entirely on war work, 
others partially so and_ still 
others not at all. 

The Treasury department and 
the Bureau of Internal Revenue, 
according to West, as a general 
policy “fully appreciate the impor- 
tant part advertising plays in our 
national economy and there is no 
intention to restrict reasonable and 
normal advertising by disallowing 
it as a deductible expense.” 

It was stated that the bureau 
recognizes two important factors 
from the advertiser’s standpoint: 
First, that advertising costs have 
risen, and in this connection the 
bureau suggests that advertisers 
keep their cost records as com- 
plete as possible, and, second, 
that in many cases gasoline ra- 
tioning and tire restrictions have 
cut down salesmen’s calls on 
dealers, thus throwing an added 
burden on advertising since ex- 
penditures for direct mail and 
dealer house organs must be 
boosted. 

The bureau was said to be will- 
ing, in general, to approve normal 
expenditures for the numerous 
types of advertising which have 
sprung up as a result of the war, 
including: 

1—Salvage campaigns, where 
there is a reasonable expectation 
that the corporation will be bene- 
fited by an increase in materials 
essential to its operations. 

2—New products resulting from 
the cutting off of materials and the 
development of substitutes. The 
bureau will take into consideration 
all normal factors incident to 
launching a new product, if they 
are reasonable in amount. 


8—Added lines acquired by 
manufacturers to keep dealers in 
business. The bureau recognizes 
that manufacturers must mer- 
chandise these to the dealer and 
public through advertising. 

4—Changes in buying habits. For 
example, beverage manufacturers 
attempting to educate the public 
to use large instead of small size 
bottles because of shortage of plate 
for metal caps will be allowed 
deductions for reasonable adver- 
tising expenditures. 


5—Advertising to speed war pro- 
duction through campaigns using 
various media in offices and plants 
will be recognized as a justifiable 
expense as long as it is reasonable. 


6—New companies organized for 
the sole production of war mate- 
rials will be allowed deductions for 
reasonable advertising expenses to 
promote their names so that when 
they turn to peacetime activities 
the public will recognize them. 


an nn ete SR ee re 


Promotion 


American mag’s new Pre-Script 
promotion piece is both nifty and 
informing. 

Includes exact copies of some of 
the editor’s letters, memos and 
manuscripts. Highlighted in latest 
issuance are a telegram and a 
letter from mag’s Washington 
bureau, in which is this interest- 
ing observation: 

“Look for rationing of naptha, 


now that smart boys have found 
that it can be mixed with kero- 








sene to make a practical substi- 
tute for gasoline.” 

Also there’s a photostat of a 
manuscript page, showing dele- 
tions made by Army _ censors 
(“Military secrets” seem even to 
cOver amorous passages these 
days). 


Joins 


William A. Blees, formerly gen- 
eral sales manager of Nash Motors 
division of Nash-Kelvinator Corp., 
has joined Young 
& Rubicam, Inc., 
in an executive 
capacity, it was 
announced last 
week. 

Prior to his 
connection with 
Nash, Blees was 
vice-president in 
charge of sales 


of uick, Olds- 

mobile and Pon- 

W. A. Blees tiac, and _ vice- 
president and 

general manager of J. Stirling 


Getchell, Inc. 


Upped 

Following announcement that a 
subsidiary company in Macfadden 
Publications, Inc., has taken over 
Liberty Magazine, with Paul C. 
Hunter, as president, comes an- 
other that Frank (“Moon”) Mullins 
has been named vice-president. 

Mullins will continue in charge 
of the Detroit office. 


Publishers 


Crowell-Collier Publishing Co. 
has appointed a publisher for each 
of its magazines, President Thomas 
H. Beck announced last week. 
Beck, who will continue as presi- 
dent, was named publisher of 
Collier’s. 

J. A. Welch, vice-president of 
the company and president of the 
Advertising Federation of America, 
was made publisher of Women’s 
Home Companion, and Arthur H. 
Motley, another vice-president, was 
appointed publisher of the Amer- 
ican Magazine. 


Switch 

Stanley Tobin, former publicity 
director for Geyer, Cornell & 
Newell, Inc., (Nash-Kelvinator), 
has joined the public relations 
staff of N. W. Ayer & Son, Inc. 

He’ll work out of the New York 
office in Rockefeller Center. 


Moves 

H. L. Hulsehus has joined Leo 
Burnett Co., Inc., Chicago, as an 
account executive. 

He has a record of 25 years con- 
tinuous service with the Stack- 
Goble Advertising Agency, in the 
course of which he advanced from 
office boy to vice-president. 


Posters 

War posters of 1942 joined the 
ranks of selected posters of past 
victorious campaigns in a _ public 
showing which opened last week 
on the main floor of the General 
Motors building in Detroit. 





THESE TWO advertisements are the first in a 


appearance in national magazines 
campaign which opened last week. 


series scheduled for 


in Nash-Kelvinator’s intensive new 


The ads are in four colors. 





Banks Viewed as Center 
For Ration Coupons 


Special to Automotive News 


| manufacturing levels, but placed a 


WASHINGTON. — Widespread large burden on the _ postoffice. 


rationing of commodities in the 
United States, inevitable as short- ; 
ages for civilian consumption ap- | 
pear, will, in the opinion of econ-, 
omists of the Department of, 
Commerce, place ration coupons: 
almost on a par with money. Be- 
cause of the many similarities be- 
tween coupons and money, exist- 
ing financial institutions, par- 
ticularly our banking system, it 
is believed, could serve a valuable 
function in the matter of ration 
coupon transfer and accounting. 


Control of distribution by cou- 
pons, it is pointed out, goes far 
beyond the retail transaction. In 
order to replenish his stocks, the 
retail dealer must return collected 
coupons to the wholesaler or 
middleman, who, in turn must 
supply coupons to the manufac- 
turer. Ultimately the coupons com- 
plete their circuitous route and 
return to the issuing authority. 


For example, in the course of 
the first four months of sugar 
rationing in this country prob- 
ably one billion coupons have 
traveled this circuit from the in- 
dividual consumer back to the Of- 
fice of Price Administration. Each 
coupon is transferred a minimum 
of four times—to retailer, to 
wholesaler, to refinery, to OPA— 
and at each stage the possibility 
of loss, theft, forgery and dis- 
putes is present. 


The mere matters of physical 
transfer and counting of coupons 
by each recipient can become 
burdensome. When rationing is 
extended to include a large por- 
tion of consumer goods, the bur- 
den can become almost unbear- 
able, with danger of the entire 
rationing machinery becoming 
swamped. 

Great Britain was brought face 
to face with these problems in 
mid-1941 with the introduction of 
clothing rationing. At first a 
coupon voucher system was estab- 
lished which permitted retailers to 
exchange a quantity of their 
coupons for a coupon voucher at 
the local postoffice. This reduced 
the transferring and counting of 
coupons at the wholesale and 





WHITE MOTOR receives the Army-Nav 


Black, president of White (left), and UA 
accepte ins on behalf of empilo 
of ar bert P. Patterson 


es), hold the award flag. 
elivered the principal address. 


E for war production. Robert F. 
Local Officer Frank Barrett (who 
Under Secretary 


Forged coupons could not be 
traced to the merchant who ac- 
cepted them. The postoffice could 
not check each incoming package. 
Lost or destroyed coupons could 
not be replaced. 

To correct these and other diffi- 
culties, a banking plan for cloth- 
ing coupons was put into opera- 
tion in June of this year. All trans- 
actions involving more than 75 
coupons must be handled through 
the banking system, and adherence 
is practically compulsory for all 
merchants, middlemen and _ pri- 
mary distributors. 

The retailer establishes a coupon 
account with his local bank. He 
pays into this account all coupons 
he collects from customers, using 
for that purpose 100, 500 or 1,000- 
coupon envelopes furnished by the 
Board of Trade. On the envelope 
the trader identifies himself and 
his business and vouches for the 
contents. The bank turns the 
coupon envelopes over to. the 
Board of Trade and all transac- 
tions involving coupons are there- 
after handled by coupon checks or 
“transfer vouchers.” 

All reports from Britain indicate 
that this banking plan is highly 
satisfactory. After an adequate 
trial it logically will be expanded 
to include food and other coupons 
as well as clothing. In fact, the 
handling of coupon accounts is 
just the sort of bookkeeping banks 
— accustomed to and experienced 
n. 


15th Anniversary 
For Air Express 


NEW YORK.—Air Express, born 
amid the atmosphere of aviation 
delirium in the boom days of 1927, 
is observing its 15th anniversary 
this month, marked by tremendous 
expansion and evidence and predic- 
tions that Air Express and air 
cargo are to play an increasing role 
in the national scheme of trans- 
portation and industry. 

Air Express, on a small scale, 
began Sept. 1, 1927, grew slowly, 
suffered a temporary setback dur- 
ing the depression, and in 1933 only 
25,000 shipments were sent. From 
that year, however, air express has 
recorded substantial yearly in- 
creases in shipments, weight and 
revenue, handling in 1941 more 
than 1,300,000 individual shipments 
over the nation’s commercial air- 
lines, and 677,147 shipments for the 
first six months of 1942. 


Parley Set for Sept. 16 


On Tire Tread Standard 

WASHINGTON. — For the pur- 
pose of establishing a commercial 
standard for treading automobile 
and truck tires, a general con- 
ference has been .called by the 
National Bureau of Standards, 
U. S. department of commerce, for 
Sept. 16 in Rooms A and B of the 
Department Auditorium here. 

The conference has been called 
at request of the National Insti- 
tute of Treading Designs. 


All Wars End! 
Trucks and Tires to sell again. 


There'll be Cars and! 


. . 
State Police Aid 
e 
Drive as Colo. 
oz * 
Speeding Rises 

DENVER.—Members of the 
Colorado Highway Patrol have 
been instructed to aid in the auto- 
mobile and tire conservation pro- 
gram, according to Supervisor J. 
J. Marsh. The patrolmen will 
serve as liaison Officers between 
town and city conservation com- 
mittees and will report to their 
district officers on progress being 
made in conservation. 

The order was issued after a 
speed survey made by the High- 
way department for the Colorado 
Highway Traffic Advisory Com- 
mittee of the War department 
showed a majority of motorists are 
continuing to drive at speeds in 
excess Of the limit recommended 
for the conservation of tires. 


W. N. Williams, executive sec- 
retary of the advisory committee, 
said the survey conducted on six 
principal highways showed 76 per- 
cent of the automobiles and 
trucks being driven at 40 miles an 
hour or more and 54.8 percent be- 
ing driven over 45 miles an hour. 
The percentages were only slight- 
ly lower than in the July survey. 

Heavy trucks and buses made 
the best showing in reduction of 
speeds, with the percentage travel- 
ing 40 miles an hour or less in- 
crexsing to 43.8 percent from 20.7 
percent registered in July. Light 
trucks picked up speed, however, 
as only 19.5 percent were checked 
as traveling at 40 miles or less in 
August, while the July check 
showed 26.3 percent. Passenger 
cars showed 24 percent traveling 
at 40 miles an hour or less, while 
the July check showed 22.4 percent. 


Nearly 10 percent of the auto- 
mobiles in both months were 
clocked at 60 miles an hour or 
faster. In the Denver area, 32 per- 
cent of the vehicles were checked 
at between 50 and 60 miles an 
hour. 


New Tank Boosts 


Bombers’ Range 


NEW YORK.—An entirely new 
type of auxiliary gasoline tank, 
designed to give much greater 
range to American bombers, has 
been developed and is in mass 
production by the United States 
Rubber Co. 


The method of construction was 
developed by company engineers, 
working in part with converted 
tire machinery. This type of aux- 
iliary fuel tank is carried outside 
the plane; for this reason it is 
completely streamlined in shape. 


With the additional fuel provided 
by the auxiliary tanks, bombers 
have a greatly extended flight 
range of inestimable value in ferry- 
ing operations and in actual flight 
missions. 

The tank is so designed that the 
pilot may drop it after using its 
fuel supply or upon entering 
ecambat, thus removing any impedi- 
ment to his ship’s maneuverability. 








Cremins Gets New Post 


In Pittsburgh Area 


SOUTH BEND.—Appointment of 
E. J. Cremins as assistant re- 
gional manager for the Pittsburgh 
area is an- 
nounced by K. 
B. Elliott, Stude- 
baker vice-presi- 
dent. The com- 
pany’s branch 
office in Pitts- 
burgh is in 
charge of G. E. 
Read, __ regional 
manager. 

Cremins’ duties 

in the new po- 
E. J. Cremins ‘ition, which was 
created as part 
of Studebaker’s expanded program 
of dealer wartime assistance, will 
consist primarily of counselling 
and aiding dealers in all phases of 
their operations under today’s un- 
usual conditions. Cremins joined 
Studebaker’s field force in the Bos- 
ton territory in 1936, and four 
years later was transferred to the 
staff of the New York regional 
Office. Late in 1940 he was ap- 
pointed field representative for 
the company’s Business Merchan- 
dising division. 
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STUDEBAKER MEETS WAR CONDITIONS 
WITH PLANS AND ACTION! 
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ae Today, for the sixth time in a national emergency, Stude- _— Providing wartime operating information and help for 
baker is producing war equipment on a large scale— car and truck owners is another of our activities which 
Wright Cyclone engines for the Boeing Flying Fortress, _is designed to aid in the maintenance of the country’s 
heavy duty military trucks and other war materiel. We at _ essential transportation facilities. ’ 
Studebaker are proud of our assignments in the arming of These activities are co-ordinated with a comprehensive 
our United States. program of assistance for our dealers. Since it embraces 
We are equally conscious of our wartime responsibil- _all phases of dealer operation, it is, in effect, a practical 
ities on the home front. Promoting participation in na- | program of aid to small business. It has been developed to 
tional conservation projects through our field force and help the thousands of Studebaker car and truck dealers 
dealer organization is one phase of our activities. We’re | throughout the country. And these dealers are performing 
doing it because the salvage drive—the truck conservation important and essential wartime functions. 
; program—fuel economy—tire care—car preservation—all Yes, we’re meeting war conditions with plans and action 
have a direct bearing on the war effort. at Studebaker! And so are Studebaker dealers! 


STUDEBAKER—THE GREAT INDEPENDENT * 90TH ANNIVERSARY « 1852-1942 
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FOB FACTORY 


(Continued from Page 2) 


decided it would cease firing until); since melting, pouring and molding 
the Quartermaster Corps had|operations are entirely different 
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on films in airplane cameras. These 
materials are not used in the roof 
itself, as they are ‘not waterproof, 
but are suspended on a framework 
over the roof. 

One popular type is a regular 
chicken wire into which is 


Victory Service League 


Set by Chevrolet 


brought every man a bottle of beer.| with magnesium than with iron. 


Productivity of the two types 
of metal is widely different, too. 
One of the plants producing gray 
iron castings on a continuous 
basis has been able to average 
12,000 pounds of castings per man 
per month, and 100 pounds per 
month per square foot of floor 
space. Best estimates for mag- 
nesium castings production are 
250 pounds per man per month 
and 3 pounds per square foot 
of floor per month. 

* * * 


Spare Parts 
In Quantities 


NOT GENERALLY known are 
the large quantities of spare parts 
which must be manufactured to 
accompany orders for Army trucks, 
airplane engines and the like. One 
truck contract, for example, calls 
for $36,000 worth of spare parts for 
every 100 trucks on the order. 


A contract for radial engines 
calls for 29 percent of the dollar 
volume in spare parts for bomber 
engines, 25 percent of the dollar 
volume in parts for cargo plane 
engines. 


Need for Fuel 


Is Tremendous 


COPIOUS QUANTITIES of gaso- 
line, both 100-octane and regular 
varieties, are consumed just in 
testing of new airplane engines. 
The so-called model test run of 
155 hours given a 1,200-horsepower 
unit requires 17,000 gallons of 100- 
octane, or 1.7 tank cars. Production 
test runs, given all engines before 


shipment, take 850 gallons per 
engine, half 100-octane and half 
regular. Thus a plant turning out 


1,000 engines a month would burn 
up 85 tank cars full of gasoline 
in this period of time. 

Small wonder that these test 
engines in many cases are being 
hooked up to generators feeding 
into plant power lines, so that 
all of this power will not be 
dissipated. 


* * 


Gray Iron 


Foundries Next 


PLANS CALL for converting a 
number of gray iron foundries 
around the country to casting of 
magnesium. From 100 to 300 
pounds of magnesium castings are 
required in every radial aircraft 
engine, depending upon size, neces- 
sitating increases in productive ca- 
pacity for this material. Gray iron 
foundries, especially those produc- 
ing smaller castings, have not 
found much demand in the war 
production program, so they are 
available for conversion, even 
though little of the present equip- 
ment in these foundries can be 
used. About all that can be sal- 
vaged is the conveyor equipment, 


* * 


Camouflaging 
War Plants 


LITTLE-PUBLICIZED phase of 
war plant construction is the 
matter of camouflaging these struc- 
tures from the air. This technique 
has not been applied extensively 
in inland locations, but along the 
seaboards special attention has 
been given to camouflaging large 
industrial plants. Special types of 


roof covering material have been 
developed which will not register 


pressed a specially-compounded 
spun glass material. 


Landscaping also comes in for 
painstaking planning for camou- 
flaging purposes, trees of various 
sizes being spotted in locations 
where they will break up shadow 
lines cast by adjoining buildings. 
One eastern plant required 13,000 
trees for its camouflaging land- 


scape. 
* * * 


Bad Planning 


Again Noted 


DIVERISION of materials from 
machine tool builders’ plants to 
ordnance manufacturers, necessi- 
tated by a reported overtooling of 
ordnance facilities, resulted in re- 
duction of machine tool outpu: 
from $111,000,000 valuation in July 
to an estimated $80,000,000 in 
August. Another example of _ill- 
advised planning in the _ early 
stages of armament expansion. 


Considerable success is being 
reported with cast peralitic mal- 
leable iron for treads to be used 
on tank tracks instead of rubber 
in the interests of conservation. 


NUCMR Buys Record 


CHICAGO.—W. E. Butler, president 
of National Used Car Market Reports, 
Blue Book-Red Book publishers, an- 
nounced last week that his organiza- 
tion has taken over the Market Record, 
another used car appraisal service 
which was founded by Arnon Benson, 
former general manager of the 
tional Automobile Dealers Assn. The 
Market Record as a publication will be 
discontinued, Butler said, and its sub- 
scription list has been bought by 
UUCMR 











It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew ow! 





This Army-Navy “E” Pennant Was Awarded to 
THE FOSTORIA SCREW CO. 
Monday Afternoon, August 31, by 


Admiral Wat T. Cluverius, USN 


In an Appropriate Ceremony with 
Many Distinguished Guests Present 


The “‘E”’ Stands For 


Fin ce 


IN PRODUCTION OF WAR MATERIALS 


The Fostoria Screw Company’s 1000 Employes and the Manage- 
ment Have Pledged Themselves to Continue That Excellence 
in Production of Those Armaments that Spell VICTORY. 





THE FOSTORIA SCREW CO. 





FOSTORIA, OHIO 


DETROIT.—A new national alli- 
ance of American motorists, dedi- 
cated to preservation of the civilian 
transportation system of the coun- 
try, has been 
founded under 
the sponsorship 
of Chevrolet and 
the 8,000 dealers 
who handle its 
products, William 
E. Holler, general 
sales manager of 





Chevrolet, an- 
nounced last 
week. 

Title of the 


W. E. Holler 


new organization 
is the Victory 
Service League and its aim is 
Service for Victory to “Save the 
Wheels that Serve America.” 

Organized primarily to assure 
conservation of privately-owned 
cars and trucks, the league also is 
pledged to throw the weight of its 
membership behind all national 
war drives, such as the collection 
of scrap rubber and metals, war 
bond drives, etc. according to 
Holler. 

The 27,000,000 car owners and 
5,000,000 truck operators in the 
country will be eligible for mem- 
bership in the new national 
organization. 

Known by its initials as the VSL, 
the new group is set up on a com- 
munity basis, with the Chevrolet 
dealer in the area serving as 
vicinity sponsor and with his deal- 
ership as league headquarters in his 
area. National unity is given the 
VSL through the country-wide 
Chevrolet dealer system. 

Only requirements for member- 
ship, Holler said, are the owning 
or operating of a motor vehicle 
and the signing of a pledge agree- 
ing to the car conservation princi- 
ples underlying the Victory Serv- 
ice League. 

A membership card is given each 
motorist joining the VSL, and a 
League emblem is affixed to his car 
or truck following a free car con- 
servation inspection, prerequisite to 
membership in the Victory Service 
League. 

“Creation of the Victory Service 
League affords American motorists 
a new opportunity to serve their 
country,” Holler said. “Individually, 
they have done much to further 
the war effort. Collectively, as 
vehicle operators, they can do 
more, for the maintenance of our 
civilian transportation is not only 
of paramount importance to our 


2 Nelson Aides 
Resign Posts 


TOLEDO.— William E. Levis, 
chairman of the board of Owens- 
Illinois, has submitted his resigna- 
tion to Donald M. Nelson, asking 
that he be relieved as special as- 
sistant to Nelson on the War 
Production Board. 

Levis states he is taking this step 
in order to spare Nelson any em- 
barrassment which might result 
from the government’s anti-trust 
action against the Owens-Illinois 
Co., and eight other glass container 
firms. Levis also was one of the 
61 glass executives found guilty in 
the anti-trust case by Judge Frank 
Kloeb’s decision. 

The Toledo industrialist is the 
second high official lost by WPB 
because of the opinion handed 
down last week by Judge Kloeb in 
Toledo district federal court, find- 
ing the nine glass firms guilty of 
violating the Sherman and Clayton 
anti-trust acts. Amory Houghton, 
director general for operations of 
the WPB and chairman of the 
board of the Corning Glass Works, 
Corning, N. Y., submitted his 
resignation Saturday. 


OPA Names Wearley 


Ohio District Head 
TOLEDO.—O. D. Wearley has 
been made district manager of the 
Office of Price Administration for 
18 counties in northwestern Ohio. 
Wearley, owner of Wearley Mo- 
tor Co. (Chrysler-Plymouth dis- 
tributor), announces he has turned 
over his automobile business to 


(his organization and is devoting 


all of his time exclusively to the 
OPA. 


internal economy, but of prime 
value to the war program. 

“What make of car a motorist 
drives is of no consequence in this 
plan. But that he protect his equip- 
ment to get the most economical 
mileage and to prolong the driving 
life of that vehicle in his country’s 
interest is the important thing. The 
problem of transportation is one 
this country must meet squarely. 
And it is a problem that becomes 
increasingly acute with each new 
day. 
“Vital automotive transportation 
is America’s ‘life-line.’ Business, 
industry and the farm are depend- 
ent upon trucks; our war-workers 
rely upon their passenger cars. 
The whole national war program 
is predicated upon swift, efficient, 
private transportation. We must 
protect it as a national duty. The 
aim of the Victory Service League 
is Service for Victory to ‘save the 
wheels that serve America’... a 
purpose to which every American 
can subscribe whole-heartedly.” 


Forced Closing 
Of Fuel Stations 


Brews Battle 


NEW ORLEANS. — Although 
some dispute still exists over the 
equity and legality of a state law 
requiring closing of filling stations 
on Sunday, leaders in the move- 
ment for the measure maintain it 
has proved successful and insist 
that it will be enforced. 

The statewide closing law went 
into effect Aug. 9 and was defied 
by several New Orleans operators, 
while an injunction obtained by a 
Shreveport operator has re- 
strained enforcement of the law 
in Caddo parish (county) in th 
north part of the state. c 

This has been followed by in- 
troduction of a bill at the special 
session of the Louisiana legisla- 
ture to repeal the Sunday closing 
measure. This measure is under- 
stood to have substantial support 
of legislators from other parts of 
the state. 

The Service Station Assn. of 
Louisiana, however, says that a 
majority of the legislators are op- 
posed to the repeal measure. The 
association also is following up al- 
leged violations of the Sunday law 
in New Orleans and will insist on 
prosecutions, according to James 
J. Kohlman, attorney for the as- 
sociation. 

The state law in effect provides 
that only certain designated serv- 
ice stations may remain open on 
Sunday to provide necessary serv- 
ice. In New Orleans this is one 
for each of the 17 wards of the 
city and similar representative 
stations in other parts of the state. 
Four violation charges were filed 
here. 


SAE Meeting to Study 
Air-Cargo Problems 





CHICAGO. — Prelimin: plans 
for solution of the engineering 
problems, which must precede 


large-scale development both of 
wartime transportation of military 
supplies and personnel and peace- 
time movement of express and 
freight cargoes by airplane, will 
be considered at an Air-Cargo 
Engineering meeting sponsored by 
the Society of Automotive Engi- 
neers on Dec. 8-9 in the Hotel 
Knickerbocker here. 

The program tentatively calls 
for discussion of the engineering 
problems related to current ex- 
perience in converting passenger 
airplanes into cargo carriers, de- 
sign and construction of future 
“air-freighters,” possible utjlization 
of gliders as cargo-carriers, and 
of engineering factors involved in 
adapting airport facilities and 
personnel to demands for ex- 
peditious handling of air-cargoes. 


Fire Hits Dealership 


SPENCER, W. Va—Fire of unde- 
termined origin last week destroyed 
the Simmons Automobile Co. and 10 
automobiles, a number of new and un- 
used automobile tires, radios, heaters 
and other automotive equipment. Dam- 
age to stock and fixtures was esti- 
oath at $65,000, and to the building, 


at 
aid 
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“| wouldn't sell it for anything” 


“When LIFE first came out I thought it might be fun to 
save the first copy. 

“But each succeeding issue was so good that I found 
myself saving every copy. Now, almost six years later, 
when everybody in the family is through with the 
current LIFE, I pounce on it and add it to my collec- 
tion which includes every issue ever published. 

“T get a kick out of each new LIFE. It’s always an 
awfully good picture of the world. But each issue is 
only part of the whole. It’s over a period of time that 
LIFE shows the complete picture. 

“There just isn’t anything like it for a history of our 
time. Almost everything we do and think about is there. 

“From my collection I have traced the course of the 
war week by week ever since, the Spanish Civil War. 
Especially fascinating—and. surprising—are the pic- 
tures and articles before Pearl Harbor. 

“T see women’s styles changing. I see shots from old 
movies. I see people who were once big shots and are 
nobodies today—and vice versa. 


“I personally think LIFE is better than ever now. 


“But LIFE past, LIFE present, and LIFE future will be 
one of the greatest history books that man has ever 
known. I wouldn’t care to sell my complete collection 


for anything.” 


NOT ENOUGH COPIES 


It’s a good thing not everybody saves LIFE perma- 
nently, because there are many more people who want 
to read it than there are copies printed. LIFE’s enor- 
mous pass-around circulation gives LIFE a total of 


21,900,000 readers every week! 


“America’s Most Potent 
Editorial Force” 


Conceivably every one of those 21,900,000 has his 
own private reasons for reading LIFE. But all these 
reasons meet on the common ground that LIFE has 
found an interesting, informative way of mirroring 
our way of life and our fight to keep it. It makes im- 
portant things easy to understand and hard to forget; 
it also treats smaller, homier things that help make a 
rounded picture of America. 


Because LIFE means so much to so many people, it 
has become the first magazine in which to advertise 
goods and to present business messages born of the war. 
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‘Lubricate Once a Month’ 
New Wartime Slogan 


CHICAGO.—Following an analy- 
sis of the effects of wartime driv- 
ing On car conservation, Chek- 
Chart Corp. recommends a change 
in the lubrication habit of pas- 
senger car owners. 


“The slogan ‘Lubricate for Safe- 
ty Every 1,000 Miles’ was a good 
one in peacetime,” says J. Howard 
Pile, Chek-Chart editorial director, 
“because it brought the average 
car into the lubrication depart- 
ment about once a month. There it 
received not only lubrication but 
certain other important conserva- 
tion maintenance services. 


“Now, with most cars on a re- 
duced driving diet, the 1,000-mile 
period is likely to stretch over 
several months, and in that time 
trouble may develop which will de- 
feat the major purpose of reduced 
driving, which is car conserva- 
tion.” 

The protective value of lubri- 
cants, Chek-Chart points out, is 


affected by time as well as mile- 
age. Dirt, dust and grit find their 
way to the lubricants whether a 


car is moving or stationary, result- 
ing not only in reduced protection 
but in actual harm because of the 
abrasive particles they contain. 
Oxidation, too, is a factor that 
takes its toll regardless of whether 
pd not a car is actually in opera- 
tion. 


Long before his car is due for 
1,000-mile lubrication, Chek-Chart 
continues, the owner may have it 
washed, and in the process lubri- 
cants may be flushed from their 
fittings, with serious danger of 
ruined parts. This danger is em- 
phasized when power washing is 
employed. 

The longer these conditions are 
allowed to exist, the greater the 
danger of irreparable damage—all 
of which, according to Chek-Chart, 
makes it good business as well as 
good sense to lubricate once a 
month. 

From every standpoint, it seems 
logical to change the lubrication 
slogan to read: ‘Lubricate for 
Safety Every 1,000 Miles—or Every 
Month—Whichever Comes First.’” 





Vac Dealers 


Here are 


some factory plans 


for the immediate future! 


S EVERY Pontiac dealer knows, the same spirit of cooperation 
between dealer and factory which existed before the war, 


continues to exist today. 


And Pontiac continues its aggressive program to assist its dealers. 


Some of the plans for the immediate future follow: 


—For September, hard-hitting advertising, as evidenced by the 
advance proofs sent to you, will appear in more than 1800 news- 
papers. In some cases, the frequency of insertions has been 


stepped up. 


—A most complete Direct Mail Service program is all ready for 
October, November and December—and very shortly, the details 


will be revealed to you. 


—“In the works”, to cover the same period of time, is a program 
to stimulate buying interest in accessories .. . and other helpful 


plans are afoot. 


All this is just another way of saying that Pontiac dealers and the 
Pontiac factory are working hand-in-hand “for the duration” 


and building for the future. 





Porilac 





PONTIAC MOTOR DIVISION, GENERAL MOTORS CORPORATION 





USES Issues Order 


Banning Coercion 


WASHINGTON.—Although no 
direct reference is made to auto- 


mobile mechanics, the U. S. 
Employment Service last week 
issued a lengthy order to field 
men which takes care of 
NADA’s complaints—that field 
men were coercing mechanics 
to leave repair establishments to 
go into war industries. 


The following section of the 
order, titled “Operating Policy— 
Elimination of certain operating 
policies in connection with the 
National Occupational Inven- 
tory,” is effective immediately 
and reads as follows: 

“Procedures followed by some 
local offices are creating bad 
applicant relations and have led 
to reports that the Employment 
Service is using coercion to 
place workers in essential ac- 
tivity by reporting certain infor- 
mation to Selective Service 
Local Boards. Although Direc- 
tive No. IV of the War Man- 
power Commission instructs the 
United States Employment Serv- 
ice to exert all reasonable ef- 
forts to persuade registrants to 
transfer to suitable work in 
essential activity, this does not 
include threats or insinuations 
that the registrant’s failure to 
transfer may result in his being 
drafted into the armed forces. 
Therefore, the practices identi- 
fied in this bulletin and similar 
undesirable practices are not to 
be followed.” 





Mechanies 


(Continued from Page 1) 
establishments, especially in the 
war-production areas, have been 
losing mechanics in droves. Many 
of these have been lured to war 
jobs by higher pay and overtime 
wage possibilities, but many other 
automobile mechanics have obtain- 
ed war-plant work solely because 
they felt they would be contribut- 
ing more to the nation’s war 
endeavor. Many have been taunted 
by relatives and friends, so that 
they believed their most potent 
effort would be to work in arma- 
ment factories, even at jobs not 
requiring their full skills. 


Selective service has taken other 
large numbers of automobile me- 
chanics, and the automobile dealers 
themselves have recruited thou- 
sands of mechanics for mainte- 
nance battalions on the battle- 
fronts. Most of the latter have 
been in 1-A classifications, subject 
to early call, but the drain on 
service establishments has been 
exceedingly heavy in a short period 
of time. 


As a result, service shops across 
America now find themselves in a 
position where they are unable to 
meet the requirements for servic- 
ing cars and trucks, especially at 
this time when no new vehicles are 
being built and when conservation 
of existing equipment is vital if we 
are to keep ’em rolling for the 
duration. Dealers have been doing 
everything in their power to keep 
present mechanics, to train others, 
including women, but find it ex- 
tremely difficult to cope with the 
situation in so short a time. 


Several car factories will stage 
series of meetings among their 
dealers and personnel in an effort 
to impress on servicemen the vital 
need for them remaining on the 
job. NADA also is participating in 
the program, the association al- 
ready having received assurances 
from the U. S. Employment Bureau 
that it will instruct its field men to 
stop threatening automotive me- 
chanics with draft calls or reprisals 
if they do not take war-plant jobs. 


ODT Places Restrictions 
Over All Taxicabs 


WASHINGTON.—A general order 
placing the entire taxicab industry 
in the United States under strict 
regulation in order to save tires, 
gasoline and vehicles was issued 
last week by Joseph B. Eastman, 
director of the Office of Defense 
Transportation. 


The order becomes effective Sept. 
1, and will govern the daily opera- 
tion of at least 50,000 vehicles. The 


order provides for control over 
speed, mileage, commercial de- 
liveries, cruising, etc. 





Fuel Tax Collections 


Special to Automotive News 
WASHINGTON.—Automobile and 
tire rationing, slow-driving cam- 
paigns and other efforts to reduce 
tire wear and gasoline consump- 
tion resulted in a 15 percent re- 
duction in gasoline tax collections 
in the states which have reported 
June collections as compared with 
the same month a year ago to the 
Federation of Tax Administrators. 
Enpitor’s Note: While gasoline 
tax collections have fallen off 
15 percent, it is to be noted that 
there has been a corresponding 
decrease in the number of sales 
and service outlets, with the re- 
sult that the average volume per 
retailer has dropped little if any. 
Every state reporting to the 
federation showed a loss in June 
collections this year, ranging from 
25 percent in Michigan and 24 per- 
cent in Florida to small losses of 3 
percent in Oklahoma and 1 per- 
cent in Tennessee. Representative 
losses in other states included: 
Georgia, 21 percent; Illinois, 16 
percent; Indiana, 12 percent; Kan- 


Automotive Sales 
Continue Drop; 


U. S. Total Off 


WASHINGTON.—Sales of all re- 
tail stores during July aggregated 
$4,389 million, according to the 
latest estimates by the U. S. de- 
partment of commerce. This was 
a decrease of only 1 percent from 
June sales, indicating that retail 
trade was strongly maintained in 
July. 

Before the war, the average 
seasonal decline from June to July 
was much greater than 1 percent, 
and therefore the department’s 
seasonally adjusted index increased 
6 percent to 144 (1935-39—100), the 
highest level since January. 

Dollar sales in July were 3 per- 
cent lower than in the same month 
of 1941. Since June sales were also 
3 percent below those of June, 1941, 
the margin of loss over last year’s 
sales is unchanged. After allow- 
ance for price increases, however, 
the volume of goods moving 
through retail stores in July is 
estimated to be 17 percent below 
that for the same month of 1941. 

Comparison of sales of durable 
goods stores with a year ago be- 
came still more unfavorable in July. 
Automotive store sales have been 
lower than in the same month of 
po previous year since October, 
1941. 


Among the nondurable goods 
stores, all major groups except fill- 
ing stations are still recording 
substantial gains over 1941, After 
allowing for price increases over 
the 12 months, however, only the 
eating and drinking, food and 
drug groups show increases in 
physical volume of sales. 


Service Shops Merged 

LA CROSSE, Wis.—R. C. Cheney 
Motor Co. has moved into the building 
formerly goonies by the Joseph 
Mashak Co. ere. Merging of the 
service facilities of the two concerns 
will make it possible to service Chrys- 
ler, De Soto, Plymouth and Buick 
automobiles, as well as other makes, 
according to R. C. Cheney, manager. 


15 Percent 


sas, 19 percent; New Mexico, 14 
percent; North Carolina, 23 per- 
cent; Oregon, 10 percent; Virginia, 
22 percent; Washington, 9 percent, 
and Wisconsin, 16 percent. 

“State revenue officials are un- 
animous,” the federation declared, 
“in predicting substantial de- 
creases in motor fuel tax collec- 
tions during the present fiscal year 
and beyond that period until the 
need for automobile restrictions 
will have ended. While accurate 
predictions of tax declines are im- 
possible in view of wartime un- 
certainties, several states have 
made rough estimates of probable 
declines, assuming limited emer- 
gency curtailment of motor ve- 
hicle usage. 

“Officials of Florida, Illinois, 
Kentucky, Mississippi, South Car- 
Olina and West Virginia have in- 
dicated the likely range of gaso- 
line tax declines for the next few 
months at between 25 and 35 per- 
cent below recent levels. North 
Carolina was reported to be an- 
ticipating a decline of approxi- 
mately 50 percent in the fiscal 
year ending June 30, 1943. 

“The loss of motor fuel tax 
revenues imposes a financial strain 
on all states, but the problem is 
especially acute in those which 
are required to devote a portion 
of motor fuel receipts to the serv- 
ice of highway bonds. This legal 
obligation may in many cases ef- 
fectively prevent an apportion- 
ment of declining revenues on the 
basis of need; and the danger of 
default will confront any state 
which has total gasoline tax re- 
ceipts of less than the amount re- 
quired by debt service.” 

The federation’s report de- 
clares that some states have an- 
nounced their intention to “freeze” 
any sums accumulated in the 
highway fund in past months and 
devote such “frozen” funds to the 
retirement of outstanding road 
bonds. These states include Iowa, 
Maine, Minnesota, Missouri, Mon- 
tana, New Mexico, Oregon, Ten- 


nessee and West Virginia. 
* * * 


Mich. Motorists Reduce 


Mileage by 17 Percent 

LANSING.—Gasoline tax collec- 
tions for July fell 17% percent be- 
low the figure for the same month 
last year, Michigan’s department 
of state revealed last week. Collec- 
tions totaled $350,536. 

The decrease indicated, Secretary 
of State Harry F. Kelly said, that 
gasoline consumption had dropped 
nearly 22,000,000 gallons during 
July and that driving was off 
about 326,000,000 miles. 

* 


Fewer Cars Operating 


On Chicago Streets 
CHICAGO.—Wartime restrictions 
and warnings regarding automo- 
biles, tires and gasoline supplies 
have resulted in a decrease of 
31,445 cars and trucks on the 
streets of Chicago. 

As evidence, the number of pas- 
senger cars licensed dropped to 


F’. | 535,694 and the number of trucks 


to 58,744 during the first seven 
months of this year, as compared 
with 565,510 and 60,373, respectively, 
in the same period of 1941. 
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THIS BUICK LIMOUSINE, equipped with flanged wheels, cow-catcher, bell 
and siren, is serving J. T. Stanford, Chicago terminal manager of the Illinois 


Central railroad, as an inspection car and on other duties for which regular 
The flanged steel wheels are attached to 
an extra under-frame that holds them in a fixed position. 


train operation is not available. 


devoid of steering apparatus, since it cannot be driven on the ground. 


Also attached to 


the under-frame is an oil 


byéreulic jack that can be 


dropped in position and utilized as a_ turntable. 


The car is 





















ti! 42 States Take Action 
aii On 40 MPH Limit 


Special to Automotive News 

WASHINGTON.—In response to 
the President’s request for the 
general adoption of a 40-mile 
speed limit for motor vehicles, four 
states changed their laws by legis- 
lative act, eight effected a change 
of law by gubernatorial proclama- 
tion or other means, and all ex- 
cept six others took some action, 
the Public Roads Administration 
reported last week, following a 
summary of reports from _ its 
district engineers. 

Arizona, Maine, New York and 
Virginia changed their speed laws 
from “no fixed limit,” 45, 40 
“prima facie,” and 50, respectively, 
to maximum limits of 40, accord- 
ing to the reports. 

The 40-mile limit was put into 
effect by proclamations of the 
governors in Minnesota and Wis- 
consin; by a published notice by 
the governor and commissioner of 
motor vehicles in New Hampshire, 
by action of the commissioners of 
motor vehicles and highways in 
New Jersey, and of the state high- 
way commission in New Mexico. 
It was made effective by resolu- 
tions of the state highway com- 
missioner in Arkansas and the 
state traffic commission in Con- 
necticut, and by police instruc- 
tions in South Dakota. Four of 
these states previously had no 
fixed limit, two had limits of 60 
miles, one a limit of 50 miles and 
another a limit of 45 miles. 

In 15 states the principal action 
was the issuance of proclamations 
by the governors, two of which, 
in Minnesota and Wisconsin, had 
the effect of changing the law. 
Five other governors issued ap- 
peals for maximum speeds of 40 
miles an hour, two issued orders, 
two issued statements, one made 


War Committee 


Of NSPA to 
Draft Plans 


DETROIT—At a meeting in 
Washington early in September, 
the War Industry Committee of 
the National Standard Parts Assn. 
will draft new plans for continued 
cooperation with the War Produc- 
tion Board and other government 
war agencies. Details of the as- 
sociation’s war service program 
for the next four months will be 
discussed with a view to still 
greater enlargement. 

One important addition to the 
jobber-manufacturer organization’s 
schedule of war-time services for 
after-market executives has just 
been announced by C. D. McKim, 
executive vice-president. An en- 
tirely new NSPA “Victory” bulletin 
is being introduced to provide a 
specialized type of interpretive 
summary of war agency orders for 
circulation among company of- 
ficials and manufacturers’ field 
representatives. 

The new bulletin, it is pointed 
out, will not replace the regular 
“Victory” series. As an addition 
to the existing service, the new 
type bulletin will serve a different 
purpose. ‘ 


Perfect Circle to Operate 


Indiana War Plant 

RICHMOND, Ind. — Perfect 
Circle officials have announced the 
building of a new defense plant 
here. 

Executive positions in the new 
plant are being filled mainly by 
transferring men from the present 
Perfect Circle organization. Wil- 
liam B. Prosser, former equip- 
ment sales manager, will be man- 
ager of the Richmond plant. W. 
J. Cramer, former plant engineer, 
has been named factory manager; 
and W. J. Stahr, until recently 
manager of the warehouse, ship- 
ping and billing department, will 
be personnel manager. W. H. Skin- 
ner, Of Indianapolis, will be pur- 
chasing agent. 


Scales Promoted 

DETROIT.—. \paointment by Ethyl 
Corp. of Richar . Scales as assistant 
director of the Technical Service De- 
pertusent is announced by Julian J. 
re director of the department. 
Scales remains in charge of the passen- 
ger car and accessory division, with 
which he has been associated since 
its organization. 
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a suggestion, and one made a re- 
quest. 

In the State of Washington, the 
director of highways ordered a 40- 
mile limit on state highways and 
had signs changed accordingly. 
“War Speed 40” signs have re- 
placed all other speed signs along 
Arizona state highways in accord- 
ance with the change in the state 


inspectors will educate the public 
to observe the 40-mile limit. 

Kansas, Missouri, Nebraska, 
South Carolina, North Dakota, and 
Wyoming have taken no action as 
of Aug. 8. Although the governor 
recommended a 40-mile limit, 
Pennsylvania has taken no action 
except to order state departments 
to observe a 40-mile maximum. 
Florida’s only action is to issue 
warning tickets supplied by the 
Civilian Defense Council. 


Cleveland Graphite Asks 


| $5,000,000 Credit 


CLEVELAND. — Directors of 


law. “Speed 40 Please” metal signs Cleveland Graphite Bronze Co. 


have been placed along certain ' 


Delaware highways. 


last week authorized the company 
to ask preferred stockholders to 


In Ohio, signs permitting over ' #PProve a bank credit of $5,000,000 


40 miles an hour have been re- 


moved, and drivers exceeding 40 ' 


will be reported to the tire ration- 
ing board. Arizona and Indiana 
also will supply the rationing 


board with speed citations. Indiana ' 
is printing a million windshield , 
stickers to promote the 40-mile ! 
limit. Georgia, New Mexico, Ore- ; 


gon and West Virginia are pro- 
moting a 40-mile limit through 
educational methods by state po- 
lice. Nevada will use educational 
methods by a single state police- 
man. In Vermont, motor vehicle 
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for additional working capital re- 
quired by its greatly increasing 
war production. 

The credit, to be used principally 
for carrying increased inventories 
and accounts receivable, would be 
available through 1945 as needed. 
It has been arranged with the 
Cleveland Trust Co., the National 
City Bank of Cleveland, and the | 
Union Bank of Commerce, under 
Regulation “V” 
Reserve System, and requires ap- ; 
proval of holders of a majority | 
of the 28,956 preferred shares. | 
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have built-in strength 


... ruggedness... they’re built of 


of the Federal omy 


WASHINGTON.—In a report on 
“Highway Transportation in World 
War II,” the National Highway 


Users Conference, emphasizing 
wartime necessity uses of pas- 
senger automobiles ,points out 
that: 


In 749 war production plants, 
75 percent of 434,600 workers ar- 
rive by private automobile. 

At one aircraft plant, 92 per- 
cent of 50,000 employes use private 
cars to get to work. 

At a Navy yard, 3,000 workers 
travel daily 60 to 85 miles round 
trip by automobile. 

Ninety-five percent of 7,000 
workers at a naval ordnance plant 
depend on highway transportation. 

In 741 war plants, 65 percent 
of incoming freight and 69 per- 
cent of outgoing freight moves by 
highway. 

Dependence of the civilian econ- 
upon motor vehicles is 
stressed in the report by the fol- 
lowing examples: 

Motor _vehicles are 


i. 
es 


CATERPILLAR WI10 
BOTTOM-DUMP TRAILERS 


Car’s Wartime Uses 


NHUC Survey Shows How Lack of Vehicles 
Would Imperil War Production 


the only| 
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means of transportation for 18,000,- 
000 non-farm rural residents. 


2,300 cities and towns, with a 
total population of 12% millions, 
depend entirely upon automobiles 
for passenger transportation. 


872 cities depend entirely upon 
buses for mass transportation. 


54,000 communities in the United 
States depend entirely upon high- 
way transportation. 


It is pointed out in the report 
that 90 percent of all peacetime 
travel in the United States is by 
passenger automobile and 95 per- 
cent of all passenger cars are used 
wholly or partly for necessity pur- 
poses. The report further states 
that normally 77 percent of all 
passenger car trips and 55 per- 
cent of all passenger car mileage 
are for necessity purposes. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 








NAX 


High Tensi 


THE LOW ALLOY STEEL WITH 
UNUSUALLY HIGH RESISTANCE TO SHOCKS AND STRESSES 


These rugged Caterpillar Wio bottom-dump trailers are 
playing an important role in the building of airports and 
other projects which require economical heavy-duty, high- 


speed hauling. 


The Wio has a capacity of 8% cu. yards struck and 11 
cu. yards heaped measure. The body is all welded, and 
fabrictated of N-A-X HIGH TENSILE, the superior low 
alloy steel that has unusually high resistance to shock, 
stresses and fatigue at both sub-zero and extremely high 


temperatures. 


In welding, as well as in cold drawing and forming, N-A-X 
HIGH TENSILE goes through each step of the shop routine 


smoothly, economically. 


In most cases, no “change-over” 


in regular shop practice is required, when N-A-X HIGH 
TENSILE, the superior low alloy steel, is used. 

N-A-X HIGH TENSILE has other important properties, 
too—unusually high ductility, high yield point, high ultimate 
strength and marked resistance to corrosion and abrasion. 


Build your equipment strong. 


Give it the resistance to 


withstand shocks, stresses and fatigue, no matter where and 
under what conditions it must operate. Build your equipment 


of N-A-X HIGH TENSILE. 


A Great Lakes Engineer will be glad to give you the benefit 
of his experience in the use of N-A-X HIGH TENSILE in 
hundreds of exacting applications. Wire, telephone or write 


for one today. No obligations. 


Send for Booklet on our N-A-X 9100 Series —the Versatile Alloy Steel 


Hot Rolled Strip (down to 1 inch wide). . 


alloy)... Merchant Bars .. . Forging Bars . . . Automobile Bumper Sections . . . Bar Mill Sections . . 


LIST OF PRODUCTS 
- Hot Rolled Strip Sheets (up to 91 inches wide). . 


ing Steel (carbon and 


-X HIGH TENSILE 


Bars, Shapes, Sheets, Billets . . . Sheet Bars . .. Hot and Cold Rolled Sheets . . . Michigan Metal for Vitreous Enameling . . . Deep 
Drawing Quality (in all grades, widths up to 91 ins.) . . . Stran-Steel Metal Framing for Residential and Commercial Construction. 





GREAT LAKES STEEL CORPORATION — DETROIT, MICHIGAN 


Sales Offices in Principal Cities 


NATIONAL STEEL CORPORATION 


division of 





Executive Offices, 


Pittsburgh, Pa. 





ee 
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OPA’s Sample 
Ceiling Statement 


For Service 
WASHINGTON.—The statement 


which automobile service busi- 
nesses, subject to the Services 
Regulation of the Office of Price 
Administration, are required to 
maintain for public inspection must 
include the following four main 
points: 

1. A list of all services subject 
to the regulation which were sup- 
plied during March, 1942, and an 
identifying description of each. 

2. The highest price charged dur- 
ing March for each service; or, if 
no fixed or flat price was charged, 
then; 

3. The rate or pricing method and 
charges regularly applied to the 
service during March; and 

4. Customary allowances, dis- 
counts, and other price differentials 
that were in effect in March. 

This list must be kept up-to-date 
by adding similar information with 
respect to any services offered for 
the first time after March, 1942. 
A copy of the statement must be 
filed with the local War Price and 


Rationing Board by Sept. 10, 1942.) d 


Using an auto service shop as 
an example, OPA’s Retail Trade 
and Services division released the 
following sample ceiling price 
statement for guidance. (Note— 
Price used in the example is merely 
for purposes of illustration. Each 
service business must use its own 
March prices to arrive at its legal 


maximums): 
Statement of Maximum Service Prices 
Motor Sales and Service Company 
52 Main Street 
Hometown, Michig. 


igan 
In all cases the prices listed below 


ODT Names Walker 


TOLEDO.—ODT has established an 
office in Toledo with H. Martin Wal- 
ker as manager. Walker has long been 
associated with the trucking industry 
in Toledo. 
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Battery Output Cut, 
«|Sizes Reduced 


WASHINGTON.—A program for 
production of the minimum num- 
ber of storage batteries necessary 
for replacement in passenger cars, 
trucks, buses and other vehicles 
during the remainder of this year, 
was announced last week by the 
Director General for Operations. 


In the same order, battery users 
are required to turn in their old 
batteries for scrap when buying a 
replacement. 

Limitation Order L-180, which 
puts the plan into effect imme- 
diately, is designed to conserve 
substantial quantities of materials 
needed in the war program. As 





























holding more than a 60-day supply 
in any one month. Such a supply 
means the aggregate number of 
replacement and rebuilt batteries 
sold during the corresponding 
month in 1941, plus the number 
sold in the next succeeding month 
in that year. 


The order contains a “turn-in” 
clause under which producers and 
distributors are prohibited, effec- 
tive immediately, from selling or 
delivering a replacement or re- 
built battery to a consumer with- 
out receiving a used battery in 
return. Sales or deliveries may be 
made, however, provided the bat- 
tery is not installed in the con- 

































































SOLDIERS STUDYING the Navy’s automatic anti-aircraft cannon at Pontiac 
Motor. The guns are Oerlikon anti-aircraft cannon which Pontiac has been 
producing for the Navy for more than a year. The four-week course also covers 
the Pontiac-built 40 m.m. anti-aircraft gun. Verne L. Murray, assistant general 
sales manager, is director of the school, and Walter Martin is chief instructor. 
were the highest charged durin ° 
March, 1942. . eceipts 


Prices for services regularly sup- 


plied at a fixed charge are as follows: (Continued from Page 1) 


compared with last year’s produc- ; . : 
Gar wash 2200002000000 3109] percent and Connecticut 41.6 per-| tion, it is estimated that the or-|S¥mer’s vehicle at the time of the 
Waxing and polishing ............ 2.50|;cent. All these figures refer to| ger will produce savings of ap-|‘ransaction and the consumer 
Changing tires (per tire) ......... 25| state highways; in Rhode Island, proximately 15,844,930 pounds of signs a certificate stating that 


Patching tubes (per patch) ....... 25 
Minor brake adjustment .......... 1.00 
Testing and filling storage battery .25 
Calling for and delivering car..... -50 


All repair prices are based upon a 
fixed charge of $2 per hour for labor 
(this charge includes overhead or in- 
irect costs and profits), plus the 
charge at list for parts and mate- 
rial used. 


Prices for labor and material are 
listed separately on our repair bills. 

We use the 1942 Flat Rate Manual 
published by Blank Co., a copy of 
which is available for inspection. With 
one exception, on all operations listed 
in that Manual we compute our labor 
charges by multiplying the hours it 
specifies by our customer's hourly rate 
of $2. The one exception is Operation 
S-67, —— Engine Tune-up, listed 
on page 83, where the specified time is 
2 hours, and our flat price is $3.50. 


On all operations not listed in the 


within 30 days after the transac- 
tion he will dispose of his used 
battery through regular scrap 
channels. 


Limitations and prohibitions con- 
tained in the order do not apply 
to the production, sale or delivery 
of batteries for the Army and 
Navy, certain other government 
agencies, the governments of the 
United Nations, or the Lend-Lease 
Administration. 


Massachusetts and Connecticut the 
percentage decline on local high- 
ways was considerably lower. 

The decline in July traffic aver- 
aged 40.7 percent in the rationed 
area and 28.3 percent elsewhere. 

The largely urban traffic on 15 
toll facilities in the rationed area 
declined about 32 percent the same 
month, according to supplementary 
records. This and the 41 percent 
decline on rural roads indicates 
that unessential driving into the 
country has been cut drastically, 
Public Roads officials said. 


Callahan Named 
CHICAGO.—J. T. Callahan, with B. 
F. Goodrich Co. since 1928, has been 
named western district manager of 


secondary lead, 17,222,750 pounds 
of primary lead and_ 1,377,820 
pounds of secondary antimony. 


The order provides that during 
the period from July 1 to Dec. 31, 
1942, producers of batteries for re- 
placement purposes may make 
only 90 percent of the number of 
replacement batteries sold by 
them during the same period in 
1941, and only half of this allowed 
number may be manufactured be- 
fore Sept. 30. 

A technical but important fea- 
ture of the order is a provision 
setting forth production standards 
based on ampere hour capacity 
and container sizes. Special sizes 





Proposed Raise 


For GM Workers 
Declared Unfair 


Manual, prices are computed by multi- the company’ b d d under certain 
; y’s national sales and| May De produce 
By ne, heya ak job takes, | service ivision with headquarters| conditions, but it is estimated that DETROIT.—WLB panel’s recom- 
Towing Charges a eae oO a that division, | When restriction on size becomes| mended wage increase for General 
Towing to shop from any point with-| He’ succeeds Walter W. Thomen,| effective Sept. 30, the number Of| Motors employes would open the 


stock sizes of batteries will be re- 
duced from about 100 to 17. 


Affecting approximately 200 pro- 
ducers, the order supersedes Sup- 
plementary Limitation Order L-4- 
b, issued Apr. 25, and Limitation 
Order L-35, issued Jan. 22, both 


western district manager since 1939, 
who has been called to active duty as 
a major in the office of the Chief of 
Ordnance. 


in the city limits, $1; outside the city 
limits—$1 per mile for the first five 
miles; beyond five miles—50 cents 
per mile. 


way for adjustments in other in- 
dustries and add billions to the cost 
of the war effort, H. W. Anderson, 
vice-president of the corporation, 
said Friday. 

As the full board resumed its 
hearing on UAW-CIO demands, 


of which pertained to the produc-| Anderson issued a _ statement 
tion, type and size of batteries. charging: 
In addition to the restrictions on 1—The increases would be in- 


production and the standards for 
production set up under the new 
order, producers are prohibited, 
after Oct. 1, from having in in- 
ventory on the first day in any 
month a stock of replacement bat- 
teries in excess of the number of 
batteries sold by them during the 
60-day period in 1941 correspond- 
ing to the 60-day period following 
the date of the inventory. 


Distributors are prohibited from 


equitable. Higher paid employes 
would profit most, in some cases 
running to 28 cents an hour. ~ On 
the average, he said, the new 
scale would meet the $1 a day in- 
crease asked by the union. 


2—In fixing improved wage rates, 
Anderson declared, annual earnings 
and not hourly rates should be 
considered. He said weekly pay 
checks to GM workers are now 32 
percent more than in January, 1941. 

3—The union has been unfair in 
citing 1941 profits as a basis for 
higher wage demands. Last year 
was a peacetime year. Now en- 
gaged in 100 percent war produc- 
tion, Anderson said, profits would 
be cut in half. 


4—The union shop asked by the 
UAW-CIO would, in effect, force 
the corporation to discharge skilled 
workers for non-payment of dues. 

Enforced dues payment would 
add nothing to war production, 
Anderson held, but would, on the 
contrary, “result in loss of dis- 
cipline, inefficiency, increased costs 
and reduced war output.” 

General Motors is now produc- 
ing $6,000,000 munitions daily and 
adding new employes at the rate 
of 4,000 a week, the statement said. 

The increases would add $52,000,- 
000 to the cost of war products 
this year and $118,000,000 in 1943, 
according to Anderson. 


TI 


TAPERED ROLLER BEARINGS =| Stel Is Given 


WPB Punishment 


CHICAGO. — Charged with un- 
authorized sales of steel, Scully 
Steel Products Co., is cited for 
violation of War Production Board 
regulations in Suspension Order 
S-80, announced by the Director 
General for Operations. 


During the period from Sep- 
tember, 1941, to February, 1942, the 
Scully company sold approximate- 
ly 26 tons of carbon plate, alloy 
and stainless steel on unrated or 
low-rated orders, in violation of 
the terms of Supplementary Or- 
ders M-21-b and M-21-d. Effective 
Aug. 27, the suspension order di- 
rected against the Scully company 
prohibits the acceptance of any 
stainless steel by its Chicago and 
St. Paul (Minn.) warehouses, for 
a@ period of two months. 





Treasury Leases Part 


Of Nash Service Bldg. 


CHICAGO.—A considerable part 
of the huge Nash sales and serv- 
ice building here has just been 
rented by the U. S. Treasury de- 
partment. The lease calls for 77,- 
000 square feet of floor space, with 
an option on an additional 30,000 
square feet. 


Plans call for moving in about 
400 employes of the war bond and 
stamp publicity department of the 
public debt division. The space was 
leased from the Western Motor 
Car Co. through George Hollings- 
head, vice-president of Nash Sales, 
Inc., and son of the late Harry T. 
Hollingshead, founder of the com- 
pany. Nash Sales, Inc., will con- 
tinue as a tenant of the building. 


‘Magic’ Pill in Water 
Making Rounds Again 

NEW YORK.—In summariz- 
ing various rackets stimulated 
by wartime conditions, Allen 
E. Backman, director of the 
solicitations division of the 
National Better Business Bu- 
reau, Inc., reports that the 
gasoline shortage has brought 
a revival of the old “magic” 
pill-in- water racket which 
some motorists still think a 
plausible substitute for stand- 
ard fuel. 

He further noted that several 
preparations claiming to re- 
juvenate worn batteries have 
given trouble nationally, while 
@ new crop of engine gadgets, 
supposed to give greater gaso- 
line economies, are going the 
rounds. 



















“Worth its weight in gold!’’— 
Dealers say about Automotive News 
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WASHINGTON.—Senator James 
E. Murray, chairman of the Senate 
Committee on Small Business, an- 
nounced last week that hearings 
will begin Sept. 28 on a series of 
proposals for the relief of small 
business concerns hard hit by the 
war effort. 

The committee has fostered and 
succeeded in obtaining passage of 
the Smaller War Plants Bill for 
the assistance of small manufac- 
turers, and Senate Bill 2315 (Mur- 
ray-Patman Act) for relief to 
concerns with rationed commodi- 
ties on their hands. It has two 
other bills now pending in Senate 
committees: Senate Bill 2560 pro- 
viding a plan for recapping tires 
for necessary civilian uses, and 
Senate Bill 1666 designed to co- 
ordinate federal reporting services 


Skinner Named 


To SOS Post; 
Ralston Subs 


WASHINGTON.—Appointment of 
Sherrod E. Skinner, vice-president 
of General Motors Corp. and gen- 
eral manager of 

Oldsmobile, as di- 

rector of the pro- 

duction division 
of the Army’s 

Services of Sup- 

ply, was an- 

nounced by the 

War department 

last week. 

Skinner, a ma- 
chinist’s mate in 
the submarine 
service in the 
first World War, 
took over his new duties Sept. 1. 

He will be charged with develop- 
ing and initiating policies and 
procedures to expedte the produc- 
tion program for as 
the Army. The 
production divi- 
sion also initiates 
methods to insure 
coordination of ’ 
production sched- 
ules on materials 
and facilities 
where two. or 
more services are 
involved in pro- 
curement. His 
division also p, Ralston 
establishes poli- ae 
cies to conserve critical materials, 
machine equipment, shipping space. 

It was learned in Lansing that 
Skinner has been granted a leave 
of absence of three to six months 
from Oldsmobile to take over duties 
in the war department's service 
of supply. It was said that D. E 
Ralston, executive assistant to 
Skinner, will become acting gen- 
eral manager of Oldsmobile during 
his absence. 


Aleohol as Car Fuel 


Out in Puerto Rico 

SAN JUAN.—(UTPS).—Use of 
alcohol manufactured from Puerto 
Rican sugar cane for fuel in mo- 
tor vehicle would not improve the 
island’s difficult transportation 
problem, according to a special 
committee on gasoline substi- 
tutes. 

The committee found that al- 
coho] could be used for fuel but 
that it will have to be blended 
with other liquids not obtainable 
on the island. The blending agents 
would require more shipping space 
than would he required hy im- 
ported gasoline itself, according to 
the report 





S. E. Skinner 





Car Financing Slumpes 
In Canada in July 

MONTREAL. Dominion Bureau 
of Statistics reports a drop of $1.6 
percent in the dollar value of 
financing of new cars 
trucks and buses) in July, com- 
pared with the like month of last 
year. 

Financing of used vebicles 
showed a drop of 66 percent and 
the combined figure showed a de- 
cline of 75.7 percent. Cumulative 
total for the seven months was 
down 79 percent for new cars, ff.6 
percent for used cars and 71.P per- 
cent for the combined figure 


(including | 
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! Small Business Relief 
| Hearings Are Set 


so as to eliminate duplication and 
reduce the heavy burden of re- 
ports requested of business con- 
cerns by government agencies. 

At the hearings scheduled, 
recommendations affecting the 
whole business structure of the 
country will be considered. Some 
proposals will include legislation 
to help small business concerns 
stay in business or liquidate their 
businesses in an orderly fashion, 
without resorting to bankruptcy. 
Other proposals will suggest im- 
proved federal policies on price 
control, rationing, inventory con- 
trol, concentration of civilian pro- 
duction, promotion of substitute 
products, etc. 

It is expected that a proposal 
will be presented to set up a spe- 
cial government fund of $25,000,- 
000 to train small business men 
who have closed down their former 
businesses and to prepare them 
for executive work in war fac- 
tories and war agencies, where 
there is a shortage of high calibre 
administrative personnel. 

Plans will be presented for co- 
operative assistance between busi- 
ness concerns along the lines of 
the English system, under which 
concerns closing are assisted by 
those remaining open. 

Financial advances from the Re- 
construction Finance Corp. or 
some similar government agency 
are proposed for business concerns 
unable to meet fixed obligations 
such as leases and contracts en- 
tered into before the war came, 
but which are now threatening to | 
bankrupt concerns where their | 
business has been rendered un- | 
profitable by government restric- | 
tions or regulations. An effort will | 
be made to find a source of per- | 
manent risk capital to enable | 
smal] businesses to expand their | 
operations where desirable and to | 
give them long time financial | 
backing so they may meet com- | 
petition from big business when | 
the war has ended. 


Cut in Tonnage | 


Fought in Alb. 


CALGARY, Alberta —Truck oper- 
ators in Alberta are very seriously | 
disturbed over the action of the) 
Alberta Traffic Bourd in reducing 
trucking freight on Alberta high- 
|; ways by 50 percent 

Operators complain thet, as a 
result of this order, it will be im- 
possible to handle the trucking 
lrequirements for Army and Air 
|\Force camps from the trucking 


ischools on the prairie. They also 
| Claim it will meke it impossible 
ito retain truck service for the 


| Turner Valley oilfields, and through 
'the unprofitable wastage involved 
lin both manpower and equipment, 
|may jJead to the elimination of 
| commercial] truck loads in Alberta 
| The order was put into effect, 
| according to Minister W. A. Fallow, 
| because the surfaces of highways 
jare being badly damaged by heavy 
truck traffic and because priorities 
on materials to repair roads make 


| it impossible for Alberta to keep) 


| the reads in condition. 


Toledo Refinery Converts 
To Butadiene Output 


TOLEDO.—As a result of a let- | 


|ter of instructions to Sun Oil of- 
| ficials from the Defense Plant 
|Corp., the Toledo refinery of the 
| Sun Oi] Co. will convert a large 
| portion of its plant for production 
butadiene, basic ingredient of syn- 
| thetic rubber, it was disclosed here 
last week. 


| The Defense Plant Corp. letter | 
facili- | 


| authorizes preparation of 
ities for an annual] output of 15,- 
000 tons of butadiene, which is 
sufficient to permit the manufac- 
ture of 18,000 tons of rubber. Pro- 
duction is to begin as early as 
possible, probably early in 143 


Labor Booklet Offered 


NEW YORK.—American Arbitratior 
Assh. announces thet it has made Its 
recently published booklet, entitied 
“Labor Arbitration in Wartime.’ 





uble without cust to corporations 
umons and wettorneys 

“Worth its weight im  guid’’- 
Dealers sey about Automotive Newer 





Dealer Heads 


New Assn. of 


Small Business 


NEW ORLEANS. — With mem- 
bership already nearing the 1,000 
mark, the American Assn. of 
Small Business is conducting a 
campaign for 5,000 members here 
as a preliminary step to launch- 
ing a national organization, ac- 
cording to Olin Linn, head of New 
Orleans Motor Co. (Ford) and 
president of the AASB. 


Proceeding on the theory that if | 


small businessmen become as 
thoroughly organized as labor and 
the farmers they will be able to 
protect themselves in the current 
emergency as well as in the post- 
war era, leaders of the movement 
are steadily expanding their ac- 
tivities and expect to start a 
national campaign within a short 
time. 

Automobile dealers, oil com- 
pany executives, auto parts deal- 
ers and other allied with the in- 
dustry have become affiliated with 
the movement. 

Tentative goal of 100,000 small 
business men has been set by 
Linn and his fellow workers as a 


national goal. 





19—(471) 


“The small business man is the 
best example and representative of 
the idea of democratic freedom 
and if we permit Ourselves to pass 
from the picture in the postwar 
era, we are contributing much to 
the passing of our democratic way 
of life,” said Linn in a@ talk at one 
of the luncheons being held in 
connection with the local mem- 
bership campaign. 


Booklet on Scrap 


NEW YORK. Atmerican ladustries 
Salvage Committee has prepared 4 
leaflet, in question-and-answer form, 
discussing some of the most pertinent 


| points about serap metal and its uses. 








A Special Communique to YOU: 
“BOND and LO-TEMP 
PERMANENT AN TI-FREEZES 


ARE NOT FROZEN!” 








WIRE FOR FULL INFORMATION TODAY 


Here’s real news for jobbers. BOND and LO-TEMP ANTI- 
FREEZES, amazing new discoveries, have come just at the right 


time. Because they contain no alcohol, glucose, ethylene, glycol 
or acid. 
And look at these eaclusive selling points 
%& One shot of BOND, or LO-TEMP, lasts a]] year. Will not freeze 
in cold weather or boil away in warm weather. 
%& Gives full protection to 90 degrees below freezing 
% Thoroughly tested and highly approved in laboratory tests 
% Safe, non-corrosive and odorless. Will not attack rubber hose 
vor gasket material 
%& Fully guaranteed 
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materia] in the BOND and 
LO-TEMP selling programs. 


So send for prices and com- 
Now! 
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More Joint-Action Pacts 


Cleared for Truckers 


WASHINGTON. —A novel plan 
for the conservation of trucking 
facilities by four wholesale flor- 
ists in Dallas, Tex., is one of seven 
additional joint action agreements 
cleared by the Office of Defense 
Transportation and the U. S. de- 
partment of justice. 

Under the Dallas plan, the en- 
tire area served by the four deal- 
ers will be divided into four de- 
livery districts, and each dealer 
will be assigned to a single district 
on a given day. Each dealer then 


Seattle Reports 
New-Car Sales 


Are Steady 


SEATTLE. — “The tendency in 
new car sales is steady, with 
seasonal factors wiped out, and 
demand more constant,” declares 
Dean Howard, president of Seattle 
Automobile Dealers Assn. 


“Buying now is strictly based on 
necessity and not the weather. 
When the old car is worn out or 
no longer economically serviceable, 
the effort is made by the eligibles 
to buy a new car. This is apt to 
be at any season of the year. 

“Used cars continue at lively 
pace. Buying and selling of used 
cars by the dealers is a major ac- 
tivity. 

“The truck situation is clamping 
down harder and tougher. Certifi- 
cates to certain defense jobs are 
being issued with the proviso that 
the government can buy the trucks 
back when the government job is 
completed.” 

Tacoma continues the brightest 
spot in the state as regards new- 
ear sales. Pierce county (Tacoma) 
had to draw on the state reserve, 
for July sales were well in excess 
of the quota and there was no 
carry-over in that war industry 
and military center. 


will make all deliveries, his own 
and those of the other three deal- 
ers, in the district to which he is 
assigned. 

The plan further provides that 
the districts be rotated so that 
each dealer will be assigned to a 
different district each day, thus 
equalizing the mileage travelled 
by the trucks of all four dealers. 
The four dealers, it was explained, 
are situated near each other, thus 
facilitating the pickups. 

The seven plans announced last 
week bring to a total of 15 the 
number of joint action agreements 
cleared thus far by ODT and the 
Department of Justice. Five of 
those announced involve the dis- 
tribution of milk and all provide 
for every-other-day deliveries or 
some modification of the every- 
other-day plan. 

The cities or areas affected un- 
der the milk delivery plans in- 
clude Baltimore; Portland, Ore.; 
Eugene, Ora.; Wilmington, Del., 
and the Calumet (Ind.-Ill.) area. 


ODT orders governing local de- 
livery service provide that car- 
riers may submit plans for joint 
action for clearance by the ODT 
and the Department of Justice or 
place such plans into effect in ac- 
cordance with the Joint ODT- 
Department of Justice statement 
of March 12, 1942, without prior 
submission. 

Carriers placing joint action 
plans into effect without prior 
submission to the ODT are re- 
quired to send copies of the plans 
to the ODT. A number of such 
plans have been received and filed 
by the ODT in accordance with 
this provision. 

A number of other plans have 
been returned to the carriers for 
further information. 


Joint action agreements can be 
put into effect by over-the-road 
carriers only in accordance with 
specific ODT orders. No such or- 
ders have yet been issued. 


In This 


(Continued from Page 4) 


material. Manufacturers have 
realized that at the present time 
it is more than ever necessary for 
them to keep their name con- 
stantly before their customers. 
They are not seeking new busi- 
ness; they are not trying to sell 
their products to old or new cus- 
tomers. Their advertising is simply 
of a prestige character, or, as you 
would call it, institutional. 

I have made a careful check of 
the firms who have been using our 
advertising columns during the 
past month or two, and I find that 
over 80 percent is prestige adver- 
tising, and we have every hope 
that this state of affairs will con- 
tinue as long as the war lasts. 

I feel sure that manufacturers 
in America will soon realize, as 
British manufacturers have done, 
that they have got to advertise to 
preserve the goodwill of their 
brand names. I notice from your 
recent issues that you are getting 
a certain amount of this type of 
advertising, and I hope that in 
the near future it will increase 
and so remove your anxieties dur- 
ing the remainder of the war pe- 
riod. 

I ought perhaps to say a word 
or two about reader interest. 
There has, of course, been a cer- 
tain amount of concentration 
among the dealers who comprise 
by far the largest section of our 
subscribers. Many small businesses 
have been closed owing to their 
owners being called up for service 
in one or other branch of the 
forces. In other cases labor has 
been taken from one business and 
put in another which is deemed 
to be playing a more important 
part in the national effort. 

If you take into consideration 
these business casualties, then I 
think it is true to say that we 
have been able to maintain our 
position so far as subscriptions 
are concerned. A few readers de- 
cided to economize, when they 















L. W. SLACK, | general sales 
menege: for Packard, instructs Pack- 
ard field contact men in their newly 
merges sales and service procedure. 
Training in combined sales-service ad- 
ministration has just been concluded 
for the field staff at a Packard factory 
school in Detroit. Regional managers, 
given joint responsibilities, are now 
cause d to double the dealer calls 
with half the former traveling. Result 
is greater aid to Packard dealers and 
better service for Packard owners. 


Packard Merges 
Sales, Service 
Field Forces 


DETROIT.—Streamlining of the 
Packard factory merchandising or- 
ganization to merge the sales and 
service contacts formerly handled 
by respective field travelers, is an- 
nounced by Geo. T. Christopher, 
Packard president and _ general 
manager. 

Though a wartime move, the 
new plan is expected to result in 
even better service to the Packard 
car owner through more frequent 
counsel with the Packard car 
dealer. This is made possible by 


PROTECT YOUR 


FROZEN CARS! 





Meet All Government Requirements 


@ Protect your stored cars! Don’t take a chance on losing the monthly 
mark up on your investment. Don’t entrust your investment to cut-rate 
operators. Take advantage of this established, specialized service that has 
the enthusiastic approval of all who have used it. 


Use MIDWEST Embalming Service 


@ It meets all requirements. It covers all phases of storage protection. 
It incorporates the use of special ENDURO preservatives developed and 
manufactured in our own laboratories for meeting special conditions. You 
can check with the Detroit Automobile Dealers’ Association or our local 
R.F.C. on reliability of our organization. 


Read What They Say About 


Midwest Service 


Glad to Recommend 
The work you performed on our frozen 
automobiles, of which there were 102 
was very satisfactory. We are only too 
glad to recommend your company to any 
other automobile dealers with whom we 


Very Satisfactory 
Work on our Buicks has been completed 
very satisfactorily. We wish to comment 
on the wonderful service your concern 
Offers. In event we get any more cars 
your company will get the business of 
protecting them. come in contact. 

Shaker Heights Buick, Inc. E. D. Latimer a Co. 

T. C. Gartshore, Pres. L. W. Erb 


WRITE OR WIRE TODAY! 


Get the facts first! Our service is complete. We are in position to send 
a crew of specialists to you, furnish all materials and do the complete job 
right in your own establishment. 


Our Specialized Materials Available to You 


Dealers who wish to do the work themselves can secure these necessary, 
specialized materials for local application. With shipments we furnish full, 
detailed instructions. Tell us how many cars or trucks you have, and 
WRITE OR WIRE TODAY. 


MIDWEST MFG. CO. 


Established in 1937 
82-88 DAVENPORT AVE., DETROIT, MICH. 





combining the duties of factory 
men now doing field contact work. 
In effect, the move doubles the 
factory field force’s effectiveness 
without adding a single man to 
the staff. 

Packard accomplishes the change 
by consolidating its sales and serv- 
ice departments. Heading the new 
combination is L. W. Slack, acting 
general sales manager. He is as- 
sisted by J. F. Page, general serv- 
ice manager, and A. B. Nielsen, 
assistant sales manager. 

Special training has just been 
given all Packard contact men in 
a school held at Detroit. Field 
travelers were trained in both sales 
and service procedure so that each 
can handle joint representation to 
Packard dealers. After complet- 
ing the school course, all were 
termed regional managers and re- 
turned to their regions. These 
have been increased in number and 
made smaller to allow more fre- 
quent contacts. 

“Our field experts average 11 
years experience in helping Pack- 
ard dealers handle their problems,” 
stated Slack under whose direction 
the training school was held. 
“These veterans are now equipped 
to counsel a dealer on car ration- 
ing, business management, war- 
time servicing or parts inventory 
and control with equal knowledge. 

“Formerly, such important mer- 
chandising practices could be com- 
pletely covered only by two travel- 
ers—one from the sales department 
and another from service. Now 
our coverage is increased. We can 
double our helpful calls on Pack- 
ard dealers with half the traveling.” 

Slack explained that preservation 
of the nation’s automotive rolling 
stock was thus enhanced without 
taking any additional men from 
war manpower and with actually 
lessened use of field transportation 
facilities properly freed for war 
travel. 


Inventory Control System 


PHILADELPHIA.—An inventory 
control system for Pedrick piston 
rings, in which the forms already 
are printed and arranged for all 
the popular engineered sets, fac- 
tory-type sets, tractor sets and 
open stock rings by types and sizes, 
is being supplied to Pedrick job- 
bers by Wilkening Mfg. Co. 


realized that they had to cut down 
their general expenses, by cutting 
out subscriptions to trade papers. 
We lost quite a number in this 
way, but most of them are com- 
ing back gradually. They find 
they cannot do without a well- 
informed trade journal. 

The output of regulations from 
government departments has been 
enormous. Many of these regula- 
tions affect automotive dealers, 
and the daily press, owing to the 
limited space available, cannot de- 
vote much space to regulations af- 
fecting different trades. That gives 
the trade journal the opportunity 
to make itself of ever-increasing 
value to its readers. 

If I can be of any help to you 
at any time, please do not hesi- 
tate to ask me. I have had only 
one inquiry recently which you 
might perhaps be able to answer. 
Is there any publication giving a 
complete list with illustrations of 
all the 1942 American cars, and, 
if so, how can a copy be obtained? 
This question came from one of 
our leading British motorcar 
manufacturers whose design and 
research department wanted to 
have on record some details about 
the current American models.—H. 
J. Cunningham, editor, The Motor 
Trader, London. 

Eprror’s Note: Editor Cunning- 
ham apparently failed to receive 
Automotive News’ Album of 
American Automobiles for 1942, 
published Oct. 27, 1941, so copies 
of the Album have been mailed 
him. 


In Order 

I was very much interested in 
the front page item in your AurTo- 
motive News of Aug. 17, regarding 
the present shortage of service 
mechanics throughout the states, 
and that nationally some action 
may have to be taken to freeze 
positions and wages on garage 
service mechanics. 


This is getting to be a very 
serious matter in our locality. Our 
men are being drafted into the 
armed forces, and then defense 
industries are paying wages far 
beyond what it is possible for us 
to pay. Especially because of the 
fact of present price ceilings. I 
think your article was very much 
in order, and we ask your future 


Corner 





support and cooperation to some 
plan along these lines. 

I have lost 40 percent of my 
mechanics and am finding it al- 
most impossible to make any kind 
of a replacement. All men of this 
type are engaged in defense work 
or something of similar nature 
and drawing big wages. We hap- 
pen to live only 30 miles from 
Muskegon which is one of the 
largest war producing cities in the 
state. 

I am also writing to Washington 
along these lines and feel that if 
we are to serve this defense pro- 
gram with service for all trucks 
and cars, which surely is very es- 
sential, we must have better sup- 
port and regulation from proper 
authorities—Eugene Deur, Chev- 
rolet dealer, Fremont, Mich. 


Valuable 

In the short time since the 1942 
Automotive Almanac has been off 
the press, we have had occasion 
to refer to it a number of times. 
I am sure that many people in the 
automotive industry will find it 
valuable as a handy reference.— 
William H. McGaughey, public re- 
lations director, Automotive Coun- 
cil for War Production, Detroit. 


Bus 


In a recent issue of Automotive 
News, you show a picture of a bus 
body that is an “open air” affair. 
The capacity of this bus seems to 
be 35 passengers and it resembles 
the old-time summer streetcar. 

Would it be possible for us to 
obtain from you some kind of 
sketch or blueprint giving 
measurements, etc., of this bus 
body? If so, please mail to us at 
your very earliest convenience. If 
you do not have them, can you 
give us the name and address 
where we may obtain these speci- 
fications?—W. Deck Hull, Ernest 
Burwell, Inc. (Chevrolet), Spartan- 
burg, S. C. 

Eprror’s Note: We obtained the 
photo from Mack - International 

Motor Truck Co., 34th St. and 
Ave., Long Island City, 


Court Ruling 

We would also like three copies 
of the edition which carried the 
court ruling relating to landlord 
and tenant as handed down by a 
New York judge along the first of 
this year. Will you kindly forward 
us the copies at your earliest con- 
venience, for which we are en- 
closing one dollar.—Ralph J. Bow- 
ler, South Hills Motors (Mercury- 
Lincoln) Pittsburgh. 

Please forward us a copy of the 
Automotive News issue which car- 
ried the article concerning one of 
the eastern automobile dealer’s 
law suit in regard to cancelling 
his lease.—E. E. Carmichael, sales 
manager, Ford Motor Co., Indian- 
apolis. 


Results 


IT am enclosing a tear sheet from 
the Stockton Record showing a 
copy of an ad the Stockton Motor 
Car Dealers Assn. ran last week, 
together with a clipping of pub- 
licity that appeared in the same 
paper, showing the head of the 
rationing board signing up a cer- 
tificate with a defense worker, 
who, by the way, was one of our 
salesmen the last few years, and 
who now is in defense work. 

We have sent you several other 
ads that the association has run 
here and these are producing re- 
sults, and thought you would be 
interested in seeing them.—John 
H. Eagal, manager, John H. Eagal 
Co. (Ford), Stockton, Calif. 


Fleet Supervisors Set 


For Wartime Conference 

STATE COLLEGE, Pa.—Prob- 
lems of keeping motor transpor- 
tation rolling for the duration of 
the war emergency will be studied 
at the annual conference of the 
motor vehicle fleet supervisors, to 
be held Sept. 14-19 at Pennsyl- 
vania State College. 

An intensified short course in 
the selection, training and main- 
tenance of fleet personnel in war- 
time will be given at the confer- 
ence. 
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Va. Truckers Plead 
For Reciprocity 


|! Trucks Not Subsidized, 
ig U.S. Board Finds 


Special to Automotive News 

WASHINGTON. — The amount 
and evils of competition between 
various American transportation 
systems has been greatly exag- 
gerated, and such competition as 
exists is for the public welfare, are 
among conclusions of three 
nationally- known transporta- 
tion experts in a study on “Trans- 
portation in the Public Interest” 
just released here. 

Grover C. Dillman, president of 
Michigan College of Mining and 
Technology; H. E. Stocker, pro- 
fessor of transportation, New York 
University, and John S. Worley, 
professor of transportation engi- 
neering, University of Michigan, 
constituted an impartial three-man 
committee of transportation ex- 
perts commissioned by the Na- 
tional Highway Users Conference 
in November, 1941, to study and 
report on the national transporta- 
tion situation as it relates to the 
public interest. The study was 
made to cooperate with the Board 
of Investigation and Research (on 
transportation), created by the 
Federal Transportation Act of 
1940. 


The committee said that ap- 
proximately 98 percent of total ton 
miles of railroad freight traffic 
consists of carload lots, much of 
which is not subject to motor ve- 
hicle competition and stated that 
between 50 and 60 percent of rail- 
road traffic measured in ton miles 
is non-competitive. These figures 
are used in support of the con- 
clusion that each transportation 
agency has definite services that, 
under certain conditions, it is 
better fitted to perform than any 
other. 


“The people are entitled to the 
best and cheapest transportation 
they can get, and they must decide 
what is best and what is cheapest, 
all things considered,” the report 
declares in rejecting the theory 
that there are well-defined fields 
in which each type of transporta- 
tion has continuous inherent ad- 
vantages Over all others. 


The committee agreed that it is 
not in the public interest for legis- 
lative bodies or administrators to 
attempt to establish inherent ad- 
vantages and then confine each 
type of transportation to a fixed 
sphere of operations. 

Claiming sufficient existing 
transportation facilities for ordi- 
nary commerce, the report takes 
issue with conclusions of a recent 
study by the National Resources 
Planning Board that the national 
transportation system is_ inade- 
quate and needs reorganization. 
The committee decided it would 
be contrary to the public interest 


Bicycle Output 
In Two Plants 


WASHINGTON.—An illustration 
of how trade-marks and_ trade 
names will be handled as manufac- 
ture of civilian goods is concen- 
trated in fewer factories, was con- 
tained in a War Production Board 
order last week which gives two 
plants the job of turning out all 
U. S. bicycles. 

Twelve firms have been making 
cycles. Now the Westfield Mfg. 
Co., Westfield, Mass., and the Huff- 
man Mfg. Co., Dayton, O., may 
produce together a total of 10,000 
per month, 20 percent of the July 
and August rate of production by 
all firms. 

They may put no name or trade- 
mark on their bicycles, except that 
the Westfield firm may use the 
letter “W” next to the serial num- 
ber and the Huffman company may 
put the letter “H” in the same 
place. 

No question of profit pooling was | 
tackled in the bicycle order. Offi-| 
cials have discussed the idea of| 
permitting firms which cease man- | 
ufacture to share the profits of| 
companies permitted to continue, | 
but in the bicycle case the firms 
which cease making the cycles will 
derive profits from manufacture of 
munitions, in which they are al- 
ready engaged. 


to “adopt new and untried 
schemes” of transportation. 
“Highways, rural roads, streets 
and alleys are responsibilities of 
municipal, state and federal gov- 
ernments and are necessary and 
integral parts of the present land 
economy,” the committee stated. 
In declaring that highways of all 
nations have been built primarily 
to facilitate the conduct of busi- 
ness, the three men said, “from 
the very inception, the individual 
has had free use thereof to meet 
his transportation needs, whether 
they be the movement of mer- 
chandise for himself or family, or 
raw materials or finished products 
used by him in his business.” 
Commenting upon public aids to 
transportation, the report says, “it 
is very difficult to see where there 
have been any public aids to 
transportation through the con- 
struction, maintenance and im- 
provement of our highways, since 
they are a necessary and integral 
part of our society.” It adds, “a 
comprehensive study of public aids 

































It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 


leads to the conclusion that public 
funds, federal, state or municipal, 
have as a rule been judiciously 
spent and in the public interest.” 

The committee denies that 
highway transportation has been 
subsidized and presents informa- 
tion to disprove such charges. 
It declares that highway users 
pay more than their fair share 
of highway taxes and in support 
of this statement cites the 
“Public Aids to Transportation” 
study by Joseph B. Eastman, 
now director of the Office of 
Defense Transportation. 

The report concludes that if 
equality of regulation of transpor- 
tation is to be adopted as a 
standard, then all carriers must be 
regulated in the full public in- 
terest and that identical regula- 
tory measures must not be ap- 
plied to each type of carrier re- 
gardless of the public interest. 


Midland Elects 2 


CLEVELAND.—William A. McKin- 


RICHMOND, Va.—Full _reci- 
procity, not only for trucks, but 
also for passenger buses, has been 
asked of Gov. Colgate W. Darden 
jr.’s special commission studying 
reciprocity between Virginia and 
other states. 


The hearing, originally scheduled 
for the old Senate chamber, moved 
into the new and more commodious 
Senate chamber because of the 
large number of persons in attend- 
ance. Between 45 and 50 individuals 
were present at the conference, 
which was presided over by C. F. 
Joyner jr., commissioner of motor 


vehicles, and chairman of the 
special commission. 
Besides Brig. Gen. James A. 


Anderson, highway commissioner, 
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tatives of trucking firms, declared 
that the necessity of full reciprocity 
was immediate. He pointed out 
that consumer goods as such were 
practically non-existent as a part 
of truck traffic now and that more 
than 40 percent of goods hauled 
were government materials—which 
are of tremendous importance in 
getting to their destinations in 
Virginia and other states as soon 
as possible. 

“It is not the time to think of 
revenues,” Brooks declared. 

Representatives of trucking firms 
also contended that under the 2 
percent tax and the present lack 
of reciprocal agreements with other 
states, Virginia truckers were re- 
quired to pay “very high fees” in 
other states to the north and south 





ley, formerly chief sales engineer of 
Midland Steel Products Co., was 
elected vice-president in charge of 
manufacturing and sales, and R. C. 
Artner, treasurer of the company, was 
elected vice-president in charge of all 
financing and accounting, at a direc- 
tors’ meeting held Thursday, according 
to E. J. Kulas, president. McKinley 
succeeds Gordon Stoner, who died 
last month. 


“= TO WIN THIS WAR, more 
and more billions are needed 
and needed fast—AT LEAST 
A BILLION DOLLARS A 

MONTH IN WAR BOND SALES 
ALONE! 

This means a minimum of 10 percent 
of the gross pay roll invested in War 
Bonds in every plant, office, firm, and 
factory in the land. 

Best and quickest way to raise this 
money—and at the same time to “brake” 
inflation—is by stepping up the Pay- 
Roll War Savings Plan, having every 
company offer every worker the chance 
to buy MORE BONDS. 

Truly, in this War of Survival, 
VICTORY BEGINS AT THE PAY 
WINDOW. 

If your firm has already installed the 


and Thomas W. Ozlin, member of 
the Virginia corporation commis- 
sion, and the two other members 
of the group, Gov. Darden himself 
was present for the greater part 
of the hearing. 

C. Fair Brooks, of Brooks Trans- 
portation Co., one of the represen- 


of the Commonwealth. 

Joyner, as chairman of the com- 
mission, announced, at the close of 
the hearing, that the group would 
study the full evidence as taken 
at the hearing and present its re- 
port directly to Gov. Darden for 
action. 





Pay-Roll War Savings Plan, now és the 
time— 

1. To secure wider: employee par- 
ticipation. 

2. To encourage employees to increase 
the amount of their allotments for 
Bonds, to an average of at least 10 
percent of earnings—because 
“token” payments will not win this 
war any more than “‘token’’ resis- 
tance will keep the enemy from 
our shores, our homes. 


If your firm has not already installed 
the Pay-Roll War Savings Plan, now is 
the time to do so. For full details, plus 
samples of result-getting literature and 
promotional helps, write, wire, or 

hone: War Savings Staff, Section E, 

reasury Department, 709 Twelfth 
Street NW., Washington, D. C. 
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| Automotive Washington 


Roosevelt to Talk Turkey 


| Wonder if Director Smith Asked Mechanic Smith? 


By William Ullman 
Washington Correspondent 


ASHINGTON.— 
In Washington 
last week we 


Harold D. Smith, 


who is U. S. 
Director of the 
. Budget, 





in the capacity 
of super-me- 
chanic. By a simple ukase, handed 
down from on high, Smith limited 
most of Uncle Sam's trucks and 
passenger motor cars to two oil 
changes a year. 

By this easy device, Smith 
figures the government will save 
75,000 gallons of oil a year. In 
explaining his action, the federal 
bureaucrat announced that a 
study of private truck fleets 
showed the better quality of oil 
and oil filters in recent years 
has “eliminated the need for 
frequent changing of oil, except 
under unusual or extreme oper- 
ating conditions.” 

One wonders how much actual 
study went into the preparation of 
the government's action; how much 
leeway is going to be allowed fed- 
eral maintenance men; how many 
truck and car lives are going to 
be shortened by the oil stretch-out 
policy; and just what is going to 
happen to the 75,000 gallons of 


oil saved? 
a 


Asking Mechanics 


Would Help 

WILL THE AVERAGE owner 
take his cue from Uncle Sam and 
arbitrarily cut his oil changes—and 
not to two but eliminate them 
entirely, to his eventual sorrow? 

And, a final thought on the sub- 
ject, one also wonders whether 
Budget Director Smith wouldn’t 
have done better to walk around 
the corner and talk to Joe Smith 
in the filling station grease pit 
and get his ideas on two oil 
changes a year for trucks and 
cars in daily service, winter 
and summer. 

P.S.—When a Washington official 
does something like that, we’ll give 
you a ring, long distance, and pay 


the charges. 
* 


Topics 
In Capital 

AT LEAST three years of fight- 
ing must elapse before a United 
Nations victory can be assured. 
That, at least, is the opinion held 
in many well-informed quarters 
here. 

The President is going to “talk 
turkey” in his Labor Day speech 





ee tas 
OPERATED HOTEL 


Iu Cleveland 
THE HOLLENDEN 
Iu Columbus 
THE NEIL HOUSE 
Iu Akron 
THE MAYFLOWER 
Iu Lancaster, O. 
THE LANCASTER 
Iu Coming, N. Y. 
THE BARON STEUBEN 
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and in a forth coming fireside 
chat. He’ll pull no punches on 
what the home front is going to 
have to do to win this war. 

Donald Nelson’s “get tough” 


had a picture of| Policy has temporarily taken the 


heat off WPB, but he’s not out of 
the woods yet. A lot of heavy guns 
are just holding their fire to see 


acting | What develops during the next few 


weeks. If things don’t get straight- 
ened out, real fireworks will break. 
At the moment Nelson’s job is safe, 
but he could go out quickly under 
another barrage. Nelson is well 
liked around here and still has 
FDR’s backing. But the President 
more than ever now is looking for 
results. General Brehon Somervell 
probably would get the finger if 
Nelson should go. 

* * 


Plane Performance 


Is Pleasing 

A SECOND FRONT could come 
any time, of course, but best 
opinion here is that it is unlikely 
this year. But bigger Commando 
raids are on the books. 

All in all, Washington is well 
satisfied with the performance of 
American aircraft and virtually 
all of our equipment and muni- 
tions. Officials are lavish in 
praise of the workmanship of 
our offensive weapons. 

Both Army and Navy are fortu- 
nate in having highly capable top- 
ranking public relations officers 
who have the confidence and 
esteem of correspondents. Army’s 
Brig. Gen. Surles and Navy’s Capt. 
Lovette both are crack officers who 
really speak the newspaper lingo 


without stumbling. 
* 


* * 


Sales Levy 


Stirs Trouble 

A GREAT DEAL of thrashing 
about is being done on Capitol Hill 
and at the Treasury Department 
in the formulation of the new 
tax bill. 

Legislation of this sort never 
is easy. It is especially difficult 
now. And the so-called experts 
are adding to their own troubles 
because of the obstinate refusal 
of certain groups to accept a 
tax which should have been im- 
posed at the outset, namely, a 
retail sales tax. 

Whatever one may think of Sen- 
ator Harry Flood Byrd of Virginia 
as a statesman, there can be no 
doubt that he is thoroughly sound 
on the subject of taxation. Byrd 
knows that Washington has been 
dodging the sales tax issue for too 
long and is demanding a showdown. 
Whether he will win is problemati- 
cal at the moment, but he cer- 
tainly deserves support in his cam- 
paign for that type of levy. 

co * * 


Such a Tax 


Held Necessary i 

ORGANIZED LABOR and other 
allied groups long have battled 
against a sales tax. They claim it 
rests with too disproportionate a 
weight upon wage earners. That 
argument is subject to considerable 
debate; but for political reasons 
sales tax opponents always have 
been able to swing Congress to 
their way of thinking. 

In such times as these, how- 
ever, when the federal govern- 
ment needs every nickel of in- 
come it can get, failure to impose 
@ sales tax—on a wide variety of 
commodities and articles of daily 
use—because of activity by pres- 
sure groups, is utterly indefensi- 
ble. A “soak the rich” and “stick 
it on the corporations” policy 
alone just won’t do. 

Senator Byrd’s plan calls for a 
5 percent retail sales tax on neces- 
sities, such as food and clothing, 
and a 10 percent tax on other 
commodities. Such a tax proposal, 
of course, is pie for the dema- 
gogues. They can declaim in 
stentorian tones, weeping crocodile 
tears all the while, that Uncle Sam 
is taxing babies’ milk and the 
workman’s loaf of bread. 


+ * 
Cites Figures 
On Spending 
BUT BYRD has facts to counter 
these passionate pleas—which are, 
in final analysis, not pleas for a 
sound fiscal policy which will keep 


Now and Then... 


Davip A. WALLACE 
(No. 38 in this series) 





SINCE OUTBREAK of the war and the suspension of automobile 
manufacture, Dave Wallace, president of the Chrysler division of the 
Chrysler Corp., has found an outlet for that boundless energy and me- 
chanical ingenuity which he possesses: the conversion of the Chrysler 


division’s plants to manufacturing war materials. . 


. . Incidentally, he 


produced for the domestic and export markets last year some 170,000 
nded. 


Chrysler motor cars before the war sirens sou 
is showing a versatility that is out of 


facturer of war material he 


As a manu- 


the ordinary, particularly in designing and producing the Chrysler 
marine tractor, which already is proving its worth when the Marines 
land and report the situation well in hand. 

I saw this marine tractor in a demonstration on the Detroit river 
recently. It’s a propulsion unit that may be attached to any type of 
barge, scow or similar cargo-carrier to give it independent locomotion. 
It pushes instead of towing and makes mobile millions of tons of cargo 


bottoms that previously had to depend on tugs. . 


. . Also this same 


Dave Wallace has developed the Chrysler-Bell Victory siren, an air- 
raid alarm of great power, and the Chrysler war emergency fire-fight- 
ing equipment. ... And, too, there’s other war stuff—some of the most 
important and complex parts of the 40-mm anti-aircraft cannon, air- 
plane parts, all of the engines for the Chrysler Corp.—built M-4 tanks, 
marine and industrial, steel pontoons for the Navy, etc., etc., etc. 

Like the late Walter P. Chrysler, Wallace started im the railroad 
shops of Kansas. Like Walter Chrysler, the automobile industry ap- 
pealed to him and when Fred Vesper was general sales manager of 
Buick, Wallace spent a coupe of years in Texas, handling sales and 
service work. ... From that job he went to Mexico to conduct a me- 
chanical operation in a mine; then he went with a‘steel company, and 
was successively toolroom foreman, master mechanic and general super- 
intendent. ... Came World War I and of course Wallace went in Motor 
Transport, starting as a lieutenant and ending up a captain. ... 

After 10 years with the John Deere Plow Co., where he started as 
master mechanic and ended up as general superintendent, K. T. Keller, 
then vice-president and now president of Chrysler Corp., spotted him 
and put him on his personal staff as master mechanic. .. . In about a 
year he was appointed vice-president in charge of manufacturing of the 
Chrysler division plant and the Kercheval body plant in complete charge 
of the manufacture of Chrysler cars, and for a time De Soto as well... . 
Now he is president of the Chrysler division, has been since June, 1937. 
On the left, above, you see him as he looks today; on the right, as a 
Motor Transport lieutenant in the other war. 


—Curis SINSABAUGH 





the country on an even keel, but 
pleas for votes. He says: 


“According to Department of 
Labor statistics, the average 
family of four spends $610 for 
food and $236 for clothing. A 5 
percent tax on those purchases 
would work no great hardship. 
A high-income family spends 
more and consequently would 
spend more in taxes. Statistics 
show that a family earning be- 
tween $500 and $1,000 spends 
only $295 for food and $71 for 
clothing, while a family earning 
between $5,000 and $13,000 spends 
$1,300 for food and $675 for 
clothing.” 


Another senator who understands 
the true nature of the fiscal prob- 
lem confronting the country is 
Robert A. Taft of Ohio, who is urg- 
ing a 5 percent retail sales tax. 
Taft says, pertinently, “a retail 
sales tax could be more easily 
administered than the Treasury’s 
new and untried so-called spending 
tax. And if collection at the 
source is desirable on income taxes, 
as the Treasury says, why shouldn’t 
the spending tax be collected at 
the source as a sales tax?” Sena- 
tor LaFollette, as could be expected, 
is charging up and down and 
snorting that the Senate committee 
is about “to give the individual 
taxpayer the axe where the 
chicken got it.” 


Auto Graveyards Boost 


Production of Scrap 


WASHINGTON.—The July re- 
port of the WPB Conservation di- 
vision’s Auto Graveyard section 
shows that auto graveyards con- 
tinue to make large inroads on the 
country’s scrap’ deficiency. It 
credits the yards with a produc- 
tion of 434,448 tons of iron and 
steel in July. 





O’Neil Brands 
WLB A Racket 


AKRON —Attacking the War 
Labor Board for its failure to halt 
wildcat strikes, William O’Neil, 
president of General Tire and 
Rubber Co., last week charged 
that the WLB is a “racket” and a 
“packed body representative of no- 
body.” 

Exonerating union leaders of 
blame, O’Neil confined his attack 
to what he termed a “disgruntled 
10 percent” of the workers. His 
attack followed discussion of a 
one-hour strike in the General 
plant here, which occurred when 
a group of workers refused to 
continue until one of their group 
agreed to sign up for purchase of 
war bonds. 

“It’s things like that,” O’Neil 
said, adding that the trouble is 
nobody has the power to fire any 
more. 

“Oh, sure, you can fire ’em,” he 
said, “but the National Labor Re- 
lations Board will put ’em back to 
work again. Likewise the War 
Labor Board, it’s a packed body 
and I’m damned if I know what 
to call it, but it represents no- 
body. It’s a racket.” 

Other rubber company execu- 
tives, notably at Firestone and 
Goodyear, admitted sporadic labor 
troubles and work slowdowns, but 





would not call the situation 
critical. 
Obituaries— 

Walter Bitzer 


ST. LOUIS.—Walter Bitzer, 74, re- 
tired car dealer of Collinsville and 
East St. Louis, Ill., died at his Collins- 
ville home after a long illness. He 
pened a livery stable in Collinsville in 
1 and lgter opened an automobile 
branch in East St. Louis. Sons have 
operated the business since his illness. 






Dealers tell me. . 


LT 


(Continued from Page 3) 


still, an Arkansas moonshiner 
whose mash had gone sour and 
whose daughter had run off with 
one of the revenuers. 

“But there is no longer any 
doubt in anybody’s mind these 
days about the identity of the 
forgotten man. From Dan to 
Beersheba and from Cape Cod to 
Catalina, it’s the automobile 
dealer who doesn’t have a tread 
to stand on.. 

“Time was when these boys 
had things coming their way, 
but good! They had finance com- 
panies offering fancy premiums 
for their contracts. Bank stock- 
holders waxed fat off the divi- 
dends the interest on car notes 
yielded them. 

“Then came the day when all 
new cars and trucks were either 
in the light frost or the deep 
freeze. All a dealer had to fall 
back on was his good used cars, 
and if he was a smart dealer 
(and most of them were) he had 
kept his used cars moving and 
he didn’t have many to offer. 
But in the event that he did, 
the newspapers saw to it that 
he didn’t get very far with his 
offers. How? By stirring up 
something every few days about 
the tire or gasoline situation. 

“Just when he had a prospect 
ready to sign on the dotted line, 
a headline screamed, ‘No rubber 
in sight for civilian needs’; ‘New 
drastic gasoline rationing plans 
to be enforced’; ‘Government may 
take over civilian cars,’ and so 
on and so on. 

“And the finance companies! 
They took out on him like rats 
deserting the ship. One-third 
cash wasn’t enough! They began 
to ask for references as gilt- 
edged as the family bible. And 
when they made collections on 
past due accounts, it was ‘either 
the hack or the jack.’ 

“But that wasn’t all that kept 
the dealer crying in his beer! 
He had to learn about priorities, 
emergencies and limitations. 

“He was a patient man. He 
didn’t ask any favors—just one 
little break, that was all. Just 
one little form or regulation that 
he could read and understand. 

“But did he get it? He did 
not! He got, instead, regulations 
to supersede regulations, amend- 
ments to amend amendments. He 
got headaches and brain fag and 
hardening of the arteries waiting 
for just one simple little form 
that didn’t have more whereases 
than a city ordinance or a 
resolution drawn up by Lawyer 
Chew for the colored brethern 
and sistern in the ‘Sons and 
Daughters of I-Will-Arise.’ 


“Somebody asked a car dealer 
the other day how long he had 
been in business and he replied: 
‘One hundred and eight years.’ 

“Being a car dealer is just like 
being a married man—you don’t 
live longer, it just seems longer.” 


License Sales Off 44% 


In St. Louis Area 


ST. LOUIS.A 44 percent decrease 
in the number of city automobile 
licenses issued in St. Louis during 
the first four months of the cur- 
rent fiscal year, as compared with 
the corresponding period in 1941, 
was announced last week. The 
number of city auto stickers is- 
sued between Apr. 10 and Aug. 10 
this year was 44,075, or 35,479 less 
than the 79,554 issued during the 
same period in 1941. 

For the same period of com- 
parison, receipts from the 1 cent 
per gallon city gasoline’ tax 
dropped 11 percent, $280,147 beinng 
collected during the first one-third 
of the current fiscal year as 
against $315,590 during the com- 
parable period last year. 


New Canadian Buses 


Now Painted Khaki 


MONTREAL.—As a result of an 
order issued by J. H. Berry, motor 
vehicles controller, buses as they 
roll off the assembly lines after 
Aug. 18 will be painted khaki. 
Identification markings will be 
kept to the minimum. 

“Newly manufactured buses are 
now being pooled,” said George S. 
Gray, transit controller. 


“Worth its weight in _ gold!’’- 
Dealers say about Automotive News 
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war was ever won without the 
kind of inspiration that keeps a 
nation united with every individual 
fighting the same fight together, 
schooled in the knowledge of what 
is right and what is needed and 
imbued with the confidence that 
even in war we can progress to- 
ward a better world. 


“THE AMERICAN automobile 
industry need not ask itself twice 
whether it has anything to sell. 
Its factories are the backbone of 
our war production, and its dealers 
have been called upon for the 
greatest sacrifices imposed on any 
business group. The country’s 
transportation system largely de- 
pends on the automobile dealer, 
and the courage with which he has 
met the demands on him has not 
only astounded the country in gen- 
eral but automobile men _ them- 


All Vehicle Sales 
Drop Sharply 


In Columbus 


COLUMBUS, O.—Sales of new 
automobiles in Franklin county 
during the first eight months of 
this year showed a drop of 12,689 
when compared with the same 
period of 1941, as shown by Clerk 
of the Courts J. Arthur Yoder. 
Sales this year totaled 1,408 while 
those during the first eight months 
of last year were 13,097. 

New cars sales for August were 
148, which was 30 below the 178 
total for July and was 819 below 
the August sales in 1941. 

Sixteen new trucks were sold in 
August, equaling the July figure. 
Last year August sales were 182. 

Used car sales in August touched 
1,076, which with 1,397 resales and 
1,240 casuals, brought the total to 
3,713. This was compared with 
grand totals of 3,825 in July and 
7,027 in August of last year. Dur- 
ing the eight months of this year 
used car sales were 7,747 against 
21,142 last year. 

Used truck sales totaled 55 for 
August, which together with 49 re- 
sales and 92 casuals, made a grand 
total of 196. The grand total for 
July 247 and for August of 1941, 418. 
Total sales for eight months of 
1942 were 462 as compared with 
862 last year. 

New passenger car sales for the 
first eight months of 1942 were: 

Buick, 87; Cadillac, 28; Chevrolet, 
327; Chrysler, 23; Crosley, 2; De- 
Soto, 51; Dodge, 150; Ford, 200; 
Hudson, 15; Lincoln, 1; Lincoln 
Zephyr, 4; Mercury, 3; Nash, 22; 
Oldsmobile, 117; Packard, 24; 
Plymouth, 215; Pontiac, 87; Stude- 
baker, 52. 


Aviation Corp to Open 


Division in Toledo 

TOLEDO, O.—William S. Wise, 
executive vice-president of Avia- 
tion Corp., announced last week 
that a new division of the Aviation 
Corp., to be known as the North- 
ern Aircraft Products division, will 
be located here. 

The division is being created to 
produce hardened and_ ground 
parts for several different designs 
of airplane engines and for pro- 
pellors, also cutting tools for other 
manufacturing divisions and sub- 
sidiaries of the corporation. It 
will operate in the four-story brick 
building at Fourteenth and Adams 
streets, which was occupied for 
some time as an Overland Motor 
sales showrooms. 


3,000 Cincinnati Trucks 


Enrolled in ODT Program 


CINCINNATI.—Of 11,800 trucks 
registered here, more than 3,000 
were enrolled in the maintenance 
program of the U. S. Truck Con- 
servation Corps during a mass 
meeting of truck owners sponsored 
by the Cincinnati Automobile Deal- 
ers Assn. in cooperation with allied 
motor transport groups. 

Fred Vorn, of Washington, repre- 
senting the Motor Transport Divi- 
sion, Office of Defense Transpor- 
tation, in an illustrated talk, por- 
trayed what may be done by 


selves. We all expected dealer 
casualties to be many times what 
they have been, but the great mass 
of the dealer body has dug in 
and stuck it out. 

“We're going to back these deal- 
ers with all the force there is in 
good advertising. To extend the 
value of the Nash name, we're 
going to report constantly to pres- 
ent and future owners on the vital 
part the company is playing in 
America’s war effort, and to give 
them the promise that the Nashes 
to come will be finer than ever be- 
fore because of the technological 
developments called for in our war 
work. We can promise Nash deal- 
ers that in every way within our 
power, we are going to see that 
Nash emerges from the war far 
stronger than _when it went in.” 


THE SITUATION for the auto- 
mobile business (and other enter- 
prises) after the war is going to 
be vastly different from what it 
faced after the last war, in Pierce’s 
opinion. Asked to expand on his 
declaration in a current AUTOMOTIVE 
News ad that new car prospects 
after the war will be greater than 
ever before, he responded: “That's 
obvious, isn’t it? There will be mil- 
lions of new cars that won’t be 
built during the war. period, and 
junking will continue, probably at 
the rate of at least a million units 
a year—so what can we have but 
a shortage of cars?” 

Pierce feels the general picture 
after the country has settled down 
to peace once more presents many 
more encouraging factors. than 
were evident after the last war. 
There is little real similarity, how- 
ever, between the two periods, he 
says. In the first place, the 
automobile industry was just grow- 
ing up during the last war and 
registrations continued unabated 
throughout the period. Nash, for 
example, was a new company that 
had hardly gotten underway when 
the war started, yet it not only 
undertook the production of its 
famous Quad trucks, to become the 
nation’s biggest truck producer of 
the time, but steadily increased its 
domestic output of new cars as 
well. Today, the position of the 
industry from a production stand- 
point is of course not only entirely 
different, but the business has 
reached a higher level of develop- 
ment. 

* * * 

PIERCE URGES dealers not to 
do their thinking about the future 
in terms of what happened after 
the last war, but to condition their 
thinking with the consideration of 
other factors that are evident today. 

For example, he pointed out, our 
national income is considerably 
greater, perhaps will reach a point 
twice what it was in the last war. 
Our cost of living is actually less 
than what it was during the last 
war, he said. Our method of 
financing is better; we’re financing 
this war on 2 percent and less, as 
compared with 3% percent and 
more in the last war. We have 
good bank reserves now; we didn’t 
during the last war. And, most 
important, we have in rationing 
and price control a method that 
can measurably help to _ beat 
inflation. 

Continuing, Pierce said he be- 
lieved it entirely possible to main- 
tain an annual dollar income of 
100 billions in the U. S. in the 
period following the war. If this 
is accomplished, he pointed out, 
heavy post-war taxation will still 
leave purchasing power sufficient 
to absorb more consumption goods 
than the country has used in the 
past. This will mean a lot more 
automobiles as well as all kinds 
of goods, he says. - 


ONE OF THE things that has 
impressed me most about Frank 
Pierce, a comparative newcomer in 
the automotive business, is the way 
he applies the same retailer-con- 
scious thinking to Nash problems 
that was largely responsible for 
the trail he and Kelvinator have 
blazed in the refrigeration indus- 
try in the past three years. His 
thoughts on dealer-manufacturer 
relations are simply this: 

Every move a_ manufacturer 


operators to increase materially the | makes should be a move for the 
life of a motor truck which is so| better for the retailer because the 


vital to the national war effort. 





retailer, after all, is the life-blood 


of sales. This type of thinking has 
been responsible for the _ vast 
strides made by Kelvinator dealers 
in the past few years, and Pierce 
believes that it will be the very 
thing that will make Nash a factor 
of far greater importance in the 
automobile industry in the period 
following the war. 

* * * 


I ASKED Pierce about the suc- 
cess of the monthly-income plan. 
It has made a tremendous hit with 
dealers, who feel it is the best and 
most constructive program of its 
kind yet offered in the business, 
he said. 


As proof of how dealers feel 
about the plan, Pierce showed me 
a number of letters he has received 
from Nash retailers throughout the 
country. I quote in part what one 
dealer had to say about the plan: 


“We want to tell you how much 
we have appreciated the help that 
Nash saw fit to give the dealers 
who had a burden... in carrying 
on. Through this monthly income 
plan, our job was made much 
easier and now that we are 
financed with RFC, our worries are 
practically over. As you know, they 
will advance us the increment each 
month, which amounts to 1 percent 
of the list price. In other words, 
it is largely patterned after the 
Nash plan. 


“|. . I think Nash is entitled to 
a great big thank you from this 
organization. I wish you would 
express to those responsible as well 
as the other officials of Nash-Kel- 
vinator Corp. our sincere apprecia- 
tion for this timely help.” 
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Ont. Road Chief Hits 
Trucking ‘Monopoly’ 


Special to Automotive News 
MONTREAL.—T. B. McQues- 

ten, Ontario minister of highways, 

announces that application from 


individual United States truckers, | 
who propose to carry war goods 


in bond across Southern Ontario, 
will be welcomed by his depart- 


ment, which opposes any “mono- | 
| war materials by truck by Detroit 


polistic operation.” 


McQuesten’s statement was 
given after he had been informed 
by the Interstate Commerce Com- 
mission at Washington that the 


carriers in the United States and 
over the Ontario route, can get a 
license in this province if he com- 
plies with the simple requirements 
of the department and the equally 
simple requirements of the cus- 
toms branch,” he declared. 
McQuesten said while the agree- 
ment to permit transportation of 


to Buffalo had been drafted in 


| July and instructions in procedure 


ICC had granted an order for In- | 


ternational Highways Forwarders, 
Ltd., Toronto, to operate the trans- 
Ontario trucking service. Before 
the company can operate, it must 
obtain additional approval from 
the Ontario and Dominion govern- 
ments. 


McQuesten said the Ontario gov- 
ernment will oppose strenuously 
any form of “monopolistic opera- 
tion” as suggested in the forma- 
tion of an operating company un- 
der the name of International 
Highway Forwarders. “We intend 
making strong representations to 
Ottawa that this application of 
Highway Forwarders be rejected,” 
he declared. 


| 
| 
| 


in obtaining licenses here had 
been sent to United States oper- 
ators July 28, not one application 


|had been received by his depart- 


ment. 

He said he had “wondered why” 
and he now attributes the absence 
of applications to the work of in- 
terests who “sought monopolistic 
Operating authority.” The Inter- 
state Commerce Commission’s or- 
der “means that we are setting up 
in Ontario an authority, a private 
company, which undertakes’ to 
operate the equipment of some or 
all of the truckers who might pro- 
pose to use this short route for 
transportation of freight in bond 
across Ontario. 

“It operates their equipment and 


| charges a toll to the owner,” he 


| continued. 


“Such an_ operating 


“Any truck owner, individual or | company would have the right to 
company, which has the authority | select such truckers as it might 


from the Interstate 


Commerce choose and impose such rates as it 


Commission to operate as common|may determine. 


“‘.-orders from every state--inquiries from 
Canada and Mexico... 


--never knew AUTOMOTIVE NEWS had 
such pulling power!’’ 


CHICAGO, ILLINOIS 


Calumet 5181 


Automotive News 





5229 Cass Avenue 


TRANSMOTIVE LABORATORIES 
2550 South Michigan Avenue 


August 27, 1942 


Mr. Chris Sinsabaugh, Editor 


Detroit, Michigan 


Dear Chris; 


Since we ran the Prolatex ad in the Automotive News we have been so busy 
that I have not taken time to write and tell you what a grand job you did 


for us. 


The first order that was received came in froma dealer in San Diego, Cali- 
fornia, by Air Mail, Special Delivery and since then we have received 
orders from almost every state, three inquiries from Canada - one jobber 


established there; also inquiries from Mexico. 


I believe I have read Automotive News from its beginning but I never had 
any conception of its pulling power. 
scheduled another ad for you in the big edition in September - in colors. 


Many thanks. 


_SLDsreb 


Sincerely yours, 
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Needless to say we have already 


Keep up the good work and kindest personal regards. 


Chemicals 
for the 
Automotive 


Trade 





TRANSMOTIVE LABORS 


S. L. Davis 


Every once-in-awhile Automotive News gets a chance to demonstrate what it can do 
in introducing a worthy new product to the dealers and servicemen of America. 
When it does, the experience of Mr. Davis is a matter of course to us, but often a 
pleasant surprise to the manufacturer and his advertising agency. 
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To Nash Dealers: 





All wars end. Tomorrow, with the peace of victory, 
and with the return of automobiles to showrooms, 
there will be the greatest number of new car pros- 
pects in the history of our industry. 


You and I want them to buy Nash automobiles 
—and today, toward that goal, Nash-Kelvinator 
is taking an important step. 

This month—in leading national magazines— 
you will see a new series of powerful color-page ad- 
vertisements, designed to accomplish three things: 


1. To report to our present and future owners on 
the vital part Nash-Kelvinator is playing in 
America’s war effort—building fleets of great 
cargo-carrying flying boats—and engines for the 
highest-flying fighting ships in the world. 


2. To promise that the Nash of the peace-time to 
come will be finer, better than ever, because of 
the amazing technological developments called 
for in Nash war work. 
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3. To maintain and to increase, for the future profit 
of Nash dealers, the public esteem for Nash. 


Therefore, I know it will be a source of pride and 
satisfaction to you to know that Nash advertising 
will be talking to the nation regularly from the 
pages of important magazines. 

Also, I feel confident that when the name of 
Nash comes back from war, it will have a new and 
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One of a series of full-color Nash- 
Kelvinator advertisements running 
in a wide list of national magazines. 





deeper significance to the American people—and 

the reputation that “Nash builds great engines” ) 
will be a new force in the automobile business and 

a new profit opportunity for Nash dealers. 
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Seattle Dealer 


Confidence in Firm, 
Tire-Life Aids Are 
Big Factors in Gain 


By D. M. Trepp 
Staff Correspondent 


SEATTLE. — With parts 
and service volume this year 
100 percent ahead of the 
corresponding period of 
1941, these two departments 
are now carrying the full over- 
head at American Automobile Co. 
(Chrysler-Plymouth) —and mak- 
ing the firm a profit, in ad- 
dition. 

“Even if we didn’t sell a new 
or used car,” declared Tom Ben- 
net jr., service manager for the 
firm, “parts and service volume 
would keep us out of the red.” 

American did 100 percent more 
business in these two depart- 
ments the first six months of 
this year than it did during the 
corresponding period of 1941. 
This six-month record is 25 per- 
cent ahead of the last six months 
of 1941, when the war boom be- 
gan. And all of this is being ac- 
complished with practically the 
same number of mechanics, serv- 
icemen and general staff. 


The work has been speeded up, 
improved routing and system 
have eliminated lost motions, 
and all the mechanics werk one 
hour overtime daily, which ac- 
counts for a lot of extra work 
being turned out, and their get- 
ting weekly paychecks on a par 
with what war industries pay. 
They work five days a week, 
nine hours a day. The 40-hour 
scale is $50 guarantee per week; 
the overtime is at $1.87% per 
hour, so the total pay is attrac- 
tive enough to hold the help. 

All of the men are in the older 
range, most of them having 
fought in the first world war. 
They are married, and so the 
armed forces aren’t cutting in 
very much on the staff as now 
manned. True, a few have gone, 
and a half dozen more could be 
used now. 

“The main new service wrinkle 

(Continued on Page 3, Column 1) 





Service Switch 
Time Basis 
No Worry 


By Jack Weed 
















































TIRES still seem to be the 

yardstick by which service 
shops should measure their future 
business volume. Whether or no 
we have national gasoline ration- 
ing, the amount of rubber on the 
wheels of our service customers 
and the degree with which it is 
conserved, to a large extent deter- 
mines how long we will have 
sufficient customers to keep our 
service shops on a pay-as-we-go 
basis. 

Of course, everyone having to 
do with the production of tires 
recognizes this. Within the past 
week or so several “tire-aids” for 
vehicle owners, who are not eligi- 
ble for new tires or recaps, have 
been announced to the trade. We 
show some of these in our lead 
story in this ,issue.. 


IT STILL behooves every serv- 
ice shop and every serviceman, 
however, to make care of tires 
his No. 1 job. Most people who 
do much driving are now very 
tire-conscious. They respond to 
sane and logical suggestions about 
switching, inside casing inspec- 
tion, brake adjustment, front-end 
check for alignment and other 
services which have to do with 
prolonging the life of their 
precious rubber. 

That alert service stations are 
taking advantage of these serv- 
ices is evidenced in the switch 
in those operations which nor- 
mally are the top-revenue pro- 
ducers. Where lubrication was 
distinctly the top profit-maker for 
the dealer service departments in 
former years, now mechanical 
services have, in many shops, 
supplanted the lube hoist as the 
No. 1-earning department. 


DEALERS, HOWEVER, must 
still push lubrication in their cus- 
tomer merchandising if they are 
to cooperate fully with the war 
effort and protect their customers’ 
interests. Only by proper lubrica- 
tion can the vehicle owner get 
the maximum wear out of his 
vehicle and the: moving parts, 
which also are now becoming 
more and more difficult to replace. 

There is a sensible trend now 
toward advising owners to have 
their cars lubricated on a time 
basis instead of a mileage basis. 
This will protect the owner who 
thinks, because -he isn’t driving 
his vehicle as much, he doesn’t 
need to have it lubricated as 
often. Many drivers are careless 
about keeping a record of the 
miles they drive and may easily 
miss an important lubrication 
because they did not realize they 
had driven as much. 

+ * * 


WHILE GASOLINE tax re- 
turns show losses in practically 
every state—a few states register- 
ing decreases as high as 25 per- 
cent—dealers can be cautioned 
about using these figures to bring 
on a “business-has-gone-to-hell” 
worry period. They must also 

(Continued on Page 2, Column 5) 


Tire Life Is Dealer Life Line i 


the most of their present rubber. 
Make Three Do the Work of 


scarcity of parts and material. 


methods in an extra-profit field. 


on page 15. 


Features of Particular Interest 


To Dealers in This Section 


Following are stories in this September issue of Automotive 
News’ Dealer Service Section, which are of especial interest to 
automobile dealers and their staffs: 


4-5, illustrating ways and means of helping motorists to get 
proper methods to be used in welding. 

Repairing Broken Bumpers, on pages 12-13, is a correlated 
article on welding, which has moved to the forefront due to 


Tips on Glass Cutting, on pages 10-11, presents detailed 


Other features in this section include: New Products and 
Shop Equipment, pages 8, 9 and 15, and Service for Readers, 





Apathy and Disbelief 
Stem from What? 


SUGAR HAS been rationed and housewives who 
do their own cooking are having to economize in 


every way to make their 


allotment fill the needs of 


their family—yet the newspapers continue to carry 
stories about the excess amount of sugar available 
and the difficulty the government is having finding 


storage for it. 


The Office of Defense Transportation issues a 
warning on scarcity of rubber and the need to conserve 
parts; puts orders into effect governing the operations 
of the “for-hire’” trucks to save both tires and parts 
and also promotes a nationwide program of “Truck 
Conservation”—yet one sees few decalcomanias on 
the cab doors of the trucks on the street. 


The War Production Board goes on record that they 
will make certain that sufficient repair parts are avail- 
able to keep every necessary vehicle in operation, and 
issues an order providing for parts manufacture and 
the machinery to get material with which to make the 
parts—yet parts manufacturers are doubtful that they 
will be able to produce the replacement parts needed. 


It is pathetic, in a country known around the world 
as the “go-getting” nation, that loose talk and in- 
constancy in Official circles should so disturb such 
a vital factor as transportation that even dealers and 
manufacturers are apathetic to needed programs be- 
cause they have lost faith in Washington promises. 


Plugg 





ing Leaks and Losses 


Builds Service Profits 


SAN ANTONIO, Tex.— Along 
with other automotive dealer- 
ships and distributors, Winerich 
Motor Sales Co. (Studebaker 
distributor) has, within recent 
months, devoted much of its ac- 
tivities to building up its serv- 
ice business as @ means of sus- 
taining operations during the 


war. 

What is of greater interest 
and importance, however, is the 
fact that, in connection with 
these efforts, the firm has in- 
augurated a campaign designed 
to eliminate unnecessary leaks 
and losses and to maintain 
greater efficiency, with the result 







s a two-page feature, on pages 







Four, on pages 6-7, details the 
























that more service is being han- 
dled at a lower cost than at any 
other period in the history of 
the business. 

: What has been accomplished 
in this respect is told by C. H. 
Quinn, general manager of the 
business: 

“We have effected substantial 
savings in the purchase of shop 
products, such as body solder, 
soap, washing powder, rags, seat 
covers and other similar items 
by, first, determining the actual 
need for such purchase before 
the order is issued, and, second, 
buying it at the lowest possible 
cost. It will be readily appre- 
ciated that even a saving of a 
cent a pound on rags or wash- 
ing powder may total quite a 

(Continued on Page 2, Column 3) 


7 —|WPB Now Hopes 


To Meet Quotas 
In 4th Quarter 


PRP Plan Is Designed 
To Balance Supply 
And Requirements 


DETROIT. — WPB’s new 
overall program for control- 
ling the flow of materials 
during the fourth quarter of 
this year, may be the answer 
to the present stymie on replace- 
ment parts production. Despite 
the L-158 order, which permitted 
parts manufacturers to build cer- 
tain stated quotas of replacement 
parts under the PRP program 
that was supposed to proviac 
materials to make the parts, 
many manufacturers are having 
difficulty getting material. 

Basis for the new plan is an 
entirely new method of handling 
Production Requirements Plan 
applications to keep the supply of 
materials in balance with require- 
ments of the most essential war 
industries. 

“Controls which have been de- 
veloped during the last eight 
months,” declared WPB’s Direc- 
tor General for Operations, “are 
now being put into effect. For 
the first time, a reasonably com- 
plete supply and demand picture 
of American industry is available. 
The War Production Board is 
taking another long step away 
from simple priorities toward 
allocation of materials in accord- 
ance with the needs of the war 
program.” 

WPB admits that, due to the 
lateness of many manufacturers 
getting their PRP forms in, the 
third-quarter materials were not 
available to all in accordance 
with the new plan. WPB was 
not able to analyze the require- 
ments of the 30,000 manufactur- 
ers which were brought under the 
PRP program and preference rat- 
ings were assigned and delivery 
of materials authorized in accord- 
ance with the priority pattern of 
the orders on each producer's 
books. 

The program for the fourth 
quarter is greatly improved. It 
is divided into 11 steps and, ac- 
cording to WPB, “will tend to 
counteract any inflation of prefer- 
ence ratings by restricting the 
amounts of materials authorized 
for the various essential military 
and non-military purposes, re- 
gardless of the ratings which 
have been assigned. While new 
high ratings may be used to 

(Continued on Page 2, Column 5) 


Idea for Extra Volume 


In War Plant 


DETROIT. — Automobile deal- 
ers in war-plant areas have an 
unusual opportunity to put into 
effect a service plan which 
would carry a strong appeal to 
war workers and should result 
in a considerable volume of busi- 
ness from this source. 

The first step is to provide— 
and advertise—a special service 
to the war worker, which would 
include picking up his car at the 





Areas 


plant parking lot, bringing it in 
to the shop for the necessary 
service (a special price would 
add to the attractiveness of the 
offer), and delivering the car 
back to the lot in time for the 
Owner to drive it home after 
work. 

Arrangements could be made 
to handle credit investigations in 
advance and, of course, the offer 
would only hold for those with 
desirable credit rating. 





Merchandising Still — 


A Vital Factor 


By Ira R. Alexander 
Staff Correspondent 

DENVER.—Business in the 
service department at Hoskins- 
Beatty Motor Co. (Oldsmobile), 
during the first seven months of 
this year increased 17 percent 
over the same period of 1941, 
according to E. Jack Beatty. 
During July the increase was 19 
percent over the same month 
last year. 

There are two reasons for the 
increase. First, of course, people 
are keeping their automobiles in 
good condition so they will last 
longer. Second, the Hoskins- 
Beatty firm makes use of good 
merchandising in boosting busi- 
ness in the service department. 

At the head of the service de- 
partment is Roger Woolsey, who 
has been with the firm five years 
—first as assistant service man- 
ager, and for the past two years 
general service manager. When 
Hoskins-Beatty moved into its 
new home the first of the year, 
Woolsey saw to it that the serv- 
ice department was laid out so 
that service could be given cus- 
tomers in the best possible man- 
ner. 

That section of the firm’s busi- 
ness is highly departmentized. 
The 26,000 square feet of floor 
space is arranged so there is 
little time wasted in getting a 
job done. The equipment is of 


$650 Offered for Data 


On Metallizing Parts 


NEW YORK.—In line with 
the current program of conser- 
vation and salvage, Metallizing 
Engineering Co., Inc., is offering 
a total of $650 in War Bonds at 
maturity for detailed informa- 
tion on the salvaging of crank- 


shafts, brake drums, pistons, 
camshafts, cylinder heads and 
blocks, and other automotive 


parts with metallizing. 


the latest type. The recent ad- 
dition of a radiator repair de- 
partment has served to bring in 
much new business. The paint 
and body department in the 
basement of the building is an- 
other money-getter. There is also 
a special section of the service 
department used for used car re- 
building. 

Just inside the main entrance 
to the service department is a 
customer’s reception room. Here 
Woolsey meets his customers and 
talks over with them work 
needed on the cars brought in 
for service. Right off this room 
is space housing files in which 
are kept records showing work 
done on customers’ cars. Other 
records include those for send- 
ing out of direct mail advertis- 
ing to customers and prospective 
customers. 

When a motorist brings his car 
into Hoskins-Beatty for service 
and the job has been finished, 
he is sent a card with return 
postcard attached. This card 
reads: “Thank you for the op- 
portunity you gave us to serve 
you. We are most anxious to 
render you good ‘Precision Serv- 
ice’ at all times. While we are 
continuously preaching courtesy 
and efficiency to our personnel, 
mistakes sometimes occur, which 
we are anxious to correct to your 
entire satisfaction. To help us 
improve the_ service, we will 
greatly appreciate your giving us 
your full and frank answers to 


the questions on the attached | 


‘postage prepaid’ card. Your 
ideas and viewpoints will be 
most helpful.” 

Aside from understanding the 
work of his department, Woolsey 
is a good advertising man. He 
has originated a goodly number 
of letters during his time at 
Hoskins-Beatty, which has served 
to give the service department 
of the firm some top notch 
publicity. 





EXTERIOR VIEW of the Hoskins-Beatty Motor Co. 


Denver, 
the same period of 1941 
creased potential, 


whose service volume in the 
by 17 percent. 
is credited for the boost 





(Oldsmobile) in 
first seven months of 1942 topped 
Good merchandising, plus in- 
in service volume. 


Plugging Leaks and Losses 
Builds Service Profits 


(Continued from Page 1) 


sum during a year’s operations. 
Through this practice, monthly 
savings ranging from 13 to 20 
percent have been effected. 


“With the cooperation of an 
engineer from the local utilities 
company, we conducted a sur- 
vey of our power and light con- 
sumption and outlets and, 
through a combination of meters 
and by carrying out other sug- 
gested changes, we have saved 
approximately $38 a month. 


“In like manner we _ have 
eliminated all unnecessary tele- 
phones, and have reduced to 
four the number of outside lines. 


“Previous to our adopting this 
policy of conservation, Our serv- 
ice trucks ran at random over 
the city without definite schedule 
or route. Now, except on emer- 
gency calls, these trucks make 
as many deliveries On one run 
as are possible, following a pre- 
planned course so that the short- 
est route is taken. This plan has 
reduced gasoline and oil con- 
sumption by 28 percent. 


“We took the Studebaker 
‘Step-by-Step’ service manual 
and the flat rate book and, after 
a close study of these references, 
combined with knowledge gained 
through our own operations, we 
mapped out a schedule of service 
procedure for each and every 
job coming into the shops, which 
has resulted in a saving of 10 
percent on labor cost. What we 
have accomplished here may be 
further emphasized by the fact 
that last month our volume of 
service business was $1,100 
greater than for the same month 
last year, while our operation 
costs were 13 percent less. 

“Shortly after we started our 
campaign for economy in all 
operations, one of our four serv- 
ice salesmen resigned to accept 
other employment. I called the 
remaining three men into my of- 
fice, offered them more money 
provided our labor sales did not 
decrease, and, through their ac- 
ceptance, these sales instead of 
showing a loss have increased 
from 15 to 20 percent. 


New Program 


To Expedite 
Parts Material 


(Continued from Page 1) 


expedite deliveries, they will not 
increase the quantities which any 
company is authorized to receive.” 

Thus it is seen that WPB is 
seriously trying to make good its 
oft-repeated promise to make 
certain that replacement parts 
are going to be available to keep 
America’s’ essential cars and 
trucks on the road. There is no 
doubt but that the switch over 
from the priorities system to the 
new PRP setup has not as yet 
permitted many manufacturers to 
get the material needed to pro- 
duce their allowable quotas, and 
WPB admits it. 

But it does appear now that 
WPB is endeavoring to set the 
material allowances up on such a 
basis that each authorized parts 
manufacturer will get his just 
share of the material available 
in that quarter. 


Baeckshop 
(Continued from Page 1) 


take into consideration that there 
has been a marked decrease in 
the number of service outlets that 
serve the motorist. While fewer 
miles are being driven, there are 
also fewer service stations to take 
their part of total service dollar. 


From all surveys we have seen 
to date, there have been fewer 
vehicle dealers who threw up the 
sponge than any other type of 
retail service. Thus the car dealer 
should, if he is aggressive, garner 
even more service dollars than he 
normally did in peacetime. He 
now can devote most of his atten- 
tion to the shop and has the 
room and personnel to serve his 
“labor-hour” customers. 


CAWA Starts Drive 


MONTREAL.—C. G. Keyes, presi- 
dent of the Canadian Automotive 
Wholesalers Assn., reports that the 
organization is launching a drive to 
conserve automotive parts. 
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You don’t have to be a genius to see 
what's happening in this picture. It’s 
sabotage, pure and simple. 

But all sabotage isn’t so obvious. ... 
Nor is all sabotage the work of Axis 


agents. ) 





too, 


Drivers of cars or trucks who are care- 


less, neglectful, indifferent . . . who 
speed along the highways... who drive 
on under-inflated tires sabotage Uncle 
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Sam’s supply and transportation lines, 


This sabotage must stop! 
Help stop it by telling every customer to: 
1. STAY UNDER FORTY. 


2. FOLLOW COLLIER’S PREVENTIVE 
SERVICE CAMPAIGN—to keep his 


car or trucks fit and rolling. 
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PREVENTIVE SERVICE 


Sponsored by Gllier's 







oeeeed, 


Don’t take this job lightly. It’s no 
laughing matter. It’s deadly serious 
business. It’s a real war assignment for 
every man in the automotive industry. 


SINCE 1939... 


2 > . 
Collier’s has been preaching the gospel 


onservation through Preventive 


P. S. is good business for car owners. 
BP. S. is good business for dealers. 


P. S. is vital for VICTORY. 
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LEON SEIGEL 


He Call YOUR ATTENTION ! 


SELLING AMERICAN. On the service floor of the American Automobile Co. Caeveies- 
ao Seattle, is this huge display designed to instill confidence in the firm. 


MNT a] y 


— view of service customers, these signs present the names of personnel concerned 


wit 


service and parts, together with their length of service. 


Customers’ attention is 


also called to cleanliness of the department, etc. 


Seattle Dealer Making Prof it 














Out of Parts, Service SSS | 


(Continued from Page 1) : 


came with tire rationing,” Bennett told 
AvuTOoMOTIVE News. “We offer our custom- 
ers all the tire-life aids possible. When- 
ever a car comes in to be greased, we 
check tires for cuts, bruises, etc., and 
report to the owners. Our front-end and 
wheel alignment department has been 
stepped up. Here business is so active 
that we have to ‘date’ all jobs. It has be- 


and ability, to give them the best pos- 
sible.” 

Looking about the dealership, this im- 
pression of confidence is certainly before 
the customer. 

On the spacious sales floor is an “in- 
stitutional” legend so all may read, titled 
“Interesting Facts About America—1906- 
1941.” It could now read 1942, but they’re 


AIR EXPRESS trans- 
ports whatever our 


production program 


too busy to change that. 

On the service floor is another display 
designed to the same end of winning 
confidence in the firm. Here we find the 
names of those who look after service 
and repairs, together with the length of 
their service. 

American Automobile Co., to expand 
its service, is now open 16 hours daily 
(except Sundays and holidays). 

When Seattle started to fill up with z 
defense workers, the double shift was ee 
started on July 1, 1941. This gives work- Sececitcoass 
ers a chance to leave their cars for eeeeneeieg 
needed work. The night crew works from Roconrnencnceeee 
5:30 p.m. to 1:30 a.m. The base pay for 
journeyman mechanics on the night 
shift is $55 for a 40-hour week. 


come big business. Wheel balancing, 






























needs by the fastest 
method of transpor- 
tation in the world— 


at 3 miles a minute. 





PARTS STOCK inventory at American 
Automobile Co., which is so located that 
purchasers can’t miss it. The system im- 
Presses customers with completeness and 
accuracy, thereby building confidence. 





static and dynamic, is of immense value 
and self-sold. 


“The dealer who sold the car or rep- 
resents it, is in line to get the major 
overhauls. Our records show more motor 
overhauls the past six months than dur- 
ing two years previously. Car owners 
don’t shop around. They will spend a few 
dollars more and have the work done 
where they are confident it will be done 





Tsential: war. materials 





properly. - are given air transporta=~- eee 
/ “We try to win this confidence and im- NOTE CLEANLINESS and order in the RON 
press on them in every way possible that ‘heavy repair” department of American tion priority. For details one erm a 


Automobile Co. Light is good; tools, material 


we are equipped as to machinery, men and shop offices are located at rear. 


phone Railway Express eee nea 


Agency, Air Express. 
DIVISION, or any airline. 
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Dealer Service Section 


Overshoes for old tires are now being made by the 
U. S. Tire & Rubber Co. They’re a carpet-like com- 
position and are said to add 3,000 miles to worn tires. 417 


Mismated duals. Field Representative W. S. Bullock, 
of U. S. Rubber Co., tells Walter Markle of Long Trans- 
portation Co., how this practice wastes valuable rubber. 


Broken spring allows load to shift off center and 
puts an overload on the duals on the side of the 
broken spring. Trucks should be checked regularly. 


Sagging front axle allows wheels too much camber 
in the out position and grinds off rubber. Shows up 
in excessive wear on the inside half of tire tread. 


TIRE LIFE 
Is Dealer 


LIFE-LINE 


Every Dealer Has Stake 
Inu Customer's Kubber 


OR the past six months every dealer has 

been conscious of the need for saving the 
rubber on his customers’ tires. But his 
consciousness, in thousands of cases, has been 
an abstract consciousness—sort of a “sure 
they should take care of their tires or 
they won’t have any next year” feeling. 


But recently dealers are beginning to get 
the true picture of what our tire situation 
really is. They are slowly beginning to realize 
that they have a definite stake in their cus- 
tomers’ rubber, that when their customers’ 
tires are gone their customers are gone, too. 
This is bringing on a realization that they must 
do everything they possibly can to protect 
their customers’ tires from abuse, excessive 
wear and premature failure due to misalign- 
ment and other mechanical maladjustments 
of the vehicles upon which they run. 


Orders issued by ODT and OPA, designed 
to conserve rubber, are stringent and help the 
servicemen sell their customers on tire-life 
corrections. 

Photographs courtesy Bear Mfg. Co., U. S. Tire & Rubber Co., 


Firestone Tire & Rubber Co., John F. Trom- 
mer, Inc., Office for Emergency Management. INQUIRY 400 


Irregular wear, showing cupping from out-of-balance 
or under air pressure. Out-of-balance wheels wear 
at spots on the tread and accelerate mortality. 


Sidewall cut. Cuts in the sidewall or tread should 
be repaired as soon as possible to prevent moisture 
and dirt working between fabric and rubber coating. 


September 7, 1942 


Tire champion, inspected by John L. Rogers, chief of 


- Motor Transport Div. ODT. This tire, good enough 


for recap, ran 146,000 miles in truck service. 


neprmemcoréte 
eRe 


Damaged rim. Has tendency to ‘cut sidewall just above 
rim and bead. Damaged rims are expensive luxuries 
for the trucker who has to conserve his stock of tires. 


Worn smooth. Tires that have been properly cared for 
should be recapped when they wear down to point 
where tread design is almost gone. Later, it’s too late. 


Wrinkled tube. Tubes should be inspected regularly 
to catch wrinkles that might start cracks and 
produce slow leaks. Use care when _ installing. 
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Tire “girdle” that fits tube and protects 
it from rough casing interior walls or 
strengthens weak side tread spots. 418 


FRONT END 
ALIGNMENT 
SAVES TIRES 


Tire care is wasted unless the physi- 

cal elements of the vehicle on which 
tire runs are in proper relation to each 
other. Therefore, a full and complete 
alignment inspection should be made on 
every vehicle in active service every few 
months during this period when it is so 
vital that every vehicle operate at its 
highest efficiency. First step is to drive 


vehicle over wheel alignment tester to 


check scuff or drag. Check rear wheels 
in same manner for bent axle housing. 


Shimmy detector spins wheels to 

check unbalance condition quickly 
without dismounting. Unbalanced condi- 
tion of spinning wheel causes vibration. 
Unbalanced wheels produce premature 
tire failure, abnormal wear of wheel 
bearings, bushings, kingpins, tie rod ends 
and other knee action and steering gear 
parts. This must be corrected. 


Truck tires especially should be tested 

with bulge gauge to determine if tire 

is on proper size rim or properly inflated. 

Narrow rims cause cracking at shoulder. 
(Continued on Page 14) 
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New tank dip process of preserving tires 
claimed to preserve elasticity and re- 
silience of rubber, to fill pores, cracks, 
minor cuts and abrasions. Halts rubber- 
rot, oxidation. Dipping tank supplied. 419 
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Tire interliner made entirely of cotton. 
designed to increase life of old tires 
which are worn thin, cracked, rough in- 
side or broken. Fits between tube, casing. 
Made in all standard tire sizes. 420 
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DONT LET OUR CUSTOMERS 
_ CRITICIZE YOU! 


Drive Safely / 
Fark Property / ; 


Conserve Tires! 
Srrerch Gas! 


Brewery reminds drivers of proper truck 
operation in unique friendly poster. 


AGAINST WEAR AND WASTE! 


HEN UNCLE SAM Sent out a call to muster 
Wine Truckmen and Servicemen of 
America into the U. S. Truck Conservation 
Corps, he found his nephews of the Highway 
and of the Work Bench ready and eager to 
do their part. Men of the trucking and ser- 
vice industries proved long since that loyal 
American hearts are worn underneath jump- 
ers as well as shining uniforms. 

On the Bendix sector of this new war 
front—specifically on brakes, carburetors 
and vacuum power brakes—Bendix service 
stations everywhere are on the alert. Under 
the banner of the U. S. Truck Conservation 


Corps, they are helping make America’s 
transport vehicles outlast the Axis. 

And it’s satisfying to know that the long- 
lasting qualities of “‘-BENDIX” Brakes, 
“STROMBERG” Carburetors and “B-K” 
Vacuum Power Brakes—built-in for peace- 
time use—can serve with equal distinction 
for the wartime needs of our nation. 

Now as before ... call on Bendix. Send 
for your free copy of the book, “ABC of 
Vacuum Power Brakes.” 

STROMBERG CARBURETORS * BENDIX B-K 


VACUUM POWER BRAKING ¢ BENDIX-WEISS 
UNIVERSAL JOINTS © BENDIX CLEANER 


Products made by this Division serve 
with “The Invisible Crew’’—which in- 


cludes the precision-built instruments 


CoM LC Tt mult ae lib ae eh ae 


sions — serving with our fighting crews 


on every front. 
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The above cartoon chart, recently sent out by the Welding Equipment & Supply Co., 
Detroit, emphasizes the need for salvaging every broken part that can be saved by 
welding and thereby conserving much critical material that may be needed elsewhere. 


WASTEFUL 


Do not bend an electrode unless necessary 
in order to get at a joint. Bend the rod close 


to the holder. Making the bend far from the 
holder is wasteful. 


‘ap ee 


te 


GOOD PRACTICE ~_ 


When possible use a straight welding elec- 

trode and melt it down to at least a 2-inch 

stub. On an average, 3 straight electrodes 

will do the work of 4 improperly beat 
electrodes. 


Illustrated above is one very common welding practice that causes a tremendous 
waste of welding electrode. Purely from force of habit, many welders insert an 
electrode in a holder and unconsciously bend it. In some unusual cases it may be 
necessary to bend electrodes in order to properly reach a joint to be welded. 
In the great majority of cases, however, there is no important reason whatsoever for 
bending the electrode, and the practice wastes a good portion of the usable electrode. 
If an electrode must be bent, it should be bent as close to the holder as possible. 

This practice is generally found where thin electrodes are used. The flux 
coating on the bent portion of the electrode cracks and renders this portion 
useless even if later straightened out. Three electrodes melted to two-inch 
stubs, without bending, will do the work of four bent electrodes and will enable 
the operator to do as much welding with three electrodes as he is now accustomed 
to require four full electrodes to do. Or to put it in another way, saving of 
one electrode out of four may mean that he can do 25 percent more welding. 
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ow to Save ‘Short’ 


Welding Electrodes 


ERVICEMEN are warned that they must stop wasting welding 

electrodes and save this vital material if they are going to be 
able to get enough electrodes to do their welding work. While welding 
broken parts is encouraged to save replacement of parts that can be 
reclaimed for service by this method, it is also essential that all 
waste in the welding process must be eliminated in order that 
this conservation of automotive equipment may continue to be made. 


Estimates based on careful studies indicate that at least one quarter 
of all welding electrode material is wasted. Since there are over 
400,000,000 pounds of electrode used in this country each year, this 
means that over 100,000,000 pounds of welding electrodes are wasted 
annually. In one year, therefore, enough material is wasted to provide 
all welding material necessary to construct more than 130 battleships. 


The critical scarcity of welding electrodes is not only due to the 
core, which is made of steel or steel alloys, but also to the materials 
that go into the flux coating. Raw materials used in the manufacture 
of arc-welding electrodes include chromium, nickel, molybdenum, 
cellulose, titanium oxides and aluminum. All these materials are defi- 
nitely scarce, making electrode conservation an all important subject. 


To help curb this stupendous waste the charts on these pages are 
devoted to the common causes of arc-welding electrode waste. The 
wasteful practices shown can all be corrected by the welder himself. 
By acquiring careless habits, many expert welders unconsciously waste 
welding electrodes by one or more of the wasteful practices shown. 
Thus in addition to serving as a guide to inexperienced welders, 
these charts will act as a check on the careless habits of the expert. 
Show these charts to your welder today. Ask his cooperation. 





Photographs courtesy of Air Reduction Sales Co., 
Mill and Factory and Welding Equipment and Supply Co. 


INQUIRY 401 





Stub ends of electrodes of all sizes are 
often discarded before the electrode has 
been fully utilized. Often the welder in 
starting a new joint will throw away a 
long stub end and start with a fresh 
electrode, so that he can do the entire 
job without interrupting his work to put 
in a new electrode. These long stub ends 
result in a tremendous waste of welding 
electrodes which can be very easily avoided. 
Electrodes can be melted down to two- 
inch stub ends without inconvenience to the 
welder and without any sacrifice of weld- 
ing quality. The electrodes should not be 
burned back to where the coating tapers 
off, as this will tend to injure weld 
quality. Long stub ends waste an average 
of one quarter of the useful length of 
the electrode. Stub ends are valuable 
as scrap metal. Be sure to save them. 
Every inch of welding rod that can be 
saved is just that much more assurance 
that you will be able to get material. 
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Wasteful 


Left 


A fillet which is either ex- 
cessively convex or con- 
cave across the face, is 
wasteful. Excessive con- 
vexity in vertical fillets 
occurs most frequently. 
The cause may be any one 


Kt RU -,* ge og of the 
ollowing aulty condi- 

\ WA tions: too much current, 
; electrodes too large, arc 

too short, travel speed too 
slow or troublesome mag- 
netic are blow. Check 


G600D PRACTICE 4 these conditions until fault 


is found and correct it. 


Right 

It is wasteful to store or 
let welding’ electrodes 
stand in wet places, such 
as near sweating pipes. 
Do not open new box until 
contents of box already 
opened are used. If elec- 
trodes accidently become 
wet, they should be dried 
out immediately. 





Long leg of this filler weld is unneces- 
sary and wasteful. Waste on this type 
of joint may run as high as 30 percent. 
The shortest leg measures the size 
and strength of any weld of this type. 


Poor fit-up is the most insidious 
waster of weld metal, especially in 
fillet welding. If the size of the 
fillet is not increased to compensate 
for poor fit-up, the joint will not 
develop full strength. If the size of 
the fillet is increased to compensate 
for poor fit-up, a great deal more 
time, power and electrode are required. 





Electrode deposits will penetrate the 
corner of plate as much as %2”. There- 
fore full throat size and strength can be 
produced when gap in fit-up is as much 
as %o”. Larger gaps take more metal. 


§/32 in. 


hed 





With a 542” gap, a *4” fillet must be 
made to produce the strength of a 
%e” fillet. This requires 50 percent 
more time, power and electrodes. 


Make no mistake! Dirty oil is an enemy that can put plenty of 
cars off the road. Your customers’ cars. Your bread and butter. 


































7/%2 DIRTY OIL Fight dirty oil with genuine Purolator oil filter service! Stand- 
f CAN RUIN ard equipment on the majority of all filter-equipped engines, 
ENGINE both gasoline and Diesel, genuine Purolator oil filters pro- 


vide certain, safe protection. There’s no substitute for Purolator 
experience and Purolator quality. 





With a 7%” gap, a %o” fillet must be 
made to produce the strength of a 
%.6” fillet. This requires about 100 
percent more time, power and electrodes. 


Purolator replacement elements list at $1 and up. Genuine 
Purolator filters and conversion units at popular prices — 
with immediate delivery. Insist on getting your filter equip- 
ment from the founder and leader of the oil filter industry— 
Purolator Products, Inc., Newark, N. J. 





cal 


CLEAN OIL 

KEEPS 
ENGINES /\ 
HEALTHY 













With a %:” gap, a %” fillet must be 
made to produce the strength of a %6” 
fillet. This requires almost 200 per- 
cent more time, power and electrodes. 
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New metal weld formula seals cracks in aluminum alloys, cast iron and steel. Tack rag eliminates need for Gapless all-spring steel piston ring provides 
4 It absorbs extremely high engine temperatures, causing a strengthening re- solvents, saves time in cleaning uniform radial expansion around circumference. 
; action. Circulates freely, won’t impede flow. Works in 30 minutes. 402 dust and overspray. 406 Won’t collapse away is claimed. 407 
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New line of quality universal seat 
covers is made of fibre. Fits all 


2ars made in the last 10 years. 403 _ ) 


A VY SAME 
Tue Finest “one shot” winter pro- i i. , | PROOUCT 


tection ever developed. No danger of 7 & INV 


freeze-up. No danger of boil-away. —— ¥ : ePTY NT 
Noodor. Norust. Yourcustomersare ‘'e a 7 
safe and they know it—when you put — aaa = : 

in ““Prestone” anti-freeze. 


Same product in can or jug! = ? 7 7 gn 4 i 


To conserve metals for war- “or ANTI- 4 = EEZE 
time use, the familiar = 


“Prestone”’ can is being dis- en Ws oaaey 

. : > _ PYTT3 TG ron AWAY 
continued during the latter a ay 
part of 1942, and a sturdy et 


glass jug substituted. 


For fast battery service, this charger 
will charge and test heavy-duty bat- 
teries without disconnecting from the 
vehicle. No bulb replacement. 404 


New brake shoe box provides new meth- AV7/ - Fa eo lf 4 
od for merchandising brake service. Also 
405 


assures clean sets. 
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Instant-acting solvent 
New fir.-extinguishing powder puts for hard-to-get-off Torchy Turner takes 
out fires instantly. Effective on road tar. Also used over Turner Topics, 
all types of fire. Non-poisonous. for special carburetor giving “hot” tips in 
Put up in 2% pound containers and fuel pump cold the proper use and 
for home use, in 10 and 40 tank baths, as ex- care of blow torches. New lamp bulb pliers, offered for use on all types of automobile lamp bulbs, 
pound cans for industrial use. treme pressure ingre- He’s billed as the first have milled jaws with sharp teeth and templet fitted to exact diameter of 
Contains no noxious gases. 408 dientoftuneupoil. 409 “human” torch. 410 bulb base to avoid cracking glass. Tool, of tempered steel, is 7% inches long. 411 


LL ha tilde! 


Static powder applicator makes _ it 
easy to apply neutralizer powder into 
the tire. Screws on tire valve. 412 


Tue FINEST of all lower- 


priced anti-freezes. Gives pro- | 
tection in bitterest weather. : 
And every drop is protection. 
Even the inhibitors—which 
guard against rust and corro- 
TM AOA sion—are anti-freeze. Tops at LOCKERS SHOPROBE 
Atal , 3 : (eat. wo 2 202 427) 
its price! 


A ML ea oa 


Peer 1. ENGINEERED IN 

10 HIGH TEST All the Trek” anti- WwOoOOoD 

A = e ss freeze available in gal- FOR THE DURATION 
Pre | n | ] Pe if iy e Z lon units was packaged 


in cans before the met- 


als shortage developed. Line of wood products for wartime use, 
includes portable shoprobes, lockers and 
cabinets. 413 


CABINET 


Products of 
NATIONAL CARBON COMPANY, INC. 
30 East 42nd Street New York, N. Y. 


Unit of Union Carbide and 
Carbon Corporation 


uc) 


The words "Eveready," "’Prestone’’ and 
"Trek" are registered trade-marks of 
National Carbon Company, Inc. 


copies) 
U.S.O. attendees look at copy. 414 


A "4 f, ih t, REE, v4 - “Mountain Boys” cartoon books (20,000 
are donated to armed forces. 
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ARMATURE LATHE 


ON’T junk old armatures. You can 

machine and undercut burned or out- 
of-round commutators like new, with 
TRUCUT equipment in your shop. 
Repair starter and generator armatures, 
instead of exchanging them. Make these 
parts go as far as possible. Equip your 
shop with TRUCUT equipment. 
The TRUCUT Lathe handles any genera- 


and Undercutter 


HE TRUCUT Lathe comes 

to you complete with 
Mica Undercutter, Centering 
Chucks. No EXTRAS TO 
BUY. It is low priced—you 
save half the cost of lathes 
that claim to do what TRU- 
CUT does. 


The TRUCUT Lathe is used 
in shops all over the coun- 
try. One owner writes “we 
have found your TRUCUT 
highly satisfactory and abso- 
lutely true in its performance. 


tor or armature on automobiles, trucks, 
tractors, motorcycles and airplanes. Why 
not get your share of this ever-increasing 
work? You'll not only keep your shop 
busy, but also build up a profitable 
electrical repair department. 

Order your TRUCUT Lathe now—or fill 
out and mail the coupon below. Complete 
information will reach you promptly. 


FRANK N. WOOD CO. Dept. 9-15, Wauwatosa, Wis. 
Pac. Coast Address—1340 S. Flower St., Los Angeles, Calif. 
MAIL THIS COUPON FOR FULL INFORMATION 


FRANK N. WOOD CO., Dept. 9-15, Wauwatosa, Wis. (Suburb of Milwaukee) 
Please send us complete information on []—TRUCUT Armature Lathe and Undercutter; (}—TRUCUT Mica Under- 
cutter; (]}—-TRUCUT Talistock Rest; (J}—TRUCUT General Purpose Press. Also give us name of jobber in our locality. 


TOD: 66654665 e Reece NANTES TRS ORES e eR RENO ES OSC TCU EOS 
PUR 656 CAS ES CRKa heads eeeed ctnsesncee thee er eeET ss 
SO sisihdecewtisndas seed andr ccdwicwtsceseunesceeesies 
GE FD kinds acts hsbc scr cdiccewescneeccsacscees 
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HERE'S A PLAN TO 


CM FOUL VA 


ahs YOU 


FOR ALL SERVICE NEEDS 





Tough going? You bet it is—but not 
for dealers using Pennzoil’s pretested 
service selling plan. Here’s the plan 
that helped an Elmira, New York deal- 
er increase his active service customers 
by 87° ,—the plan that’s helped hun- 
dreds of the country’s most successful 
dealers turn occasional patrons into 
steady customers for a// service needs! 


BRINGS IN NEW CUSTOMERS 


Need more service business? Then this 
is the plan for you because it is built to 
do just that—help bring in owners who 
can and should patronize you for service 
needs. Proof? Mendenhall Motors in 
St. Louis reports 1500 new service cus- 
tomers. A New York dealer upped 
active customers by 93%. And remem- 
ber—these figures are from the dealers’ 
Own operating statements. 


HELPS SELL ALL YOUR SERVICES 


Don't think of Pennzoil’s plan as just 


Oil City, Pa. 


Name_ 


Street Address 





: es 
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The Pennzoil Company, 


Here’s my name and address. Without obligation, I want to 
see actual figures on results obtained with your profit plan which 
sells all automotive services . . 


selling lubrication. It boosts your 
“take” in every department, and pro- 
vides all necessary tools. More proof? 
A Detroit dealer reports service volume 
up 55%, customer labor sales up 64%, 
shock absorber service up 227%, 
brake work 127% better, lubrication 
volume doubled. A Kansas City dealer 
upped service income 132% with the 
plan. 


KEEPS SERVICEMEN ALERT 


Your servicemen will get behind this 
plan because it is easy for them to 
co-operate. The plan provides the 
tools to make this teamwork possible. 
Result: Service sales that otherwise 
might be overlooked or neglected. 
You can sell every customer all the 
service his car needs. 

Want to see how this plan can fit into 
your set-up—how it will pay for itself? 
The coupon will bring you full informa- 
tion—without obligation. 


. want to see how it can help me! 


_ State —_—AS$3 


cep usncenanpsmeann-cm-minannennensentt 











A firm, level, flat-topped surface is a requisite for the cutting table, if 

dependable work is to be done on glass cutting. Set 36 inches above the 
floor, the table should be covered with a soft felt or deep-pile carpeting, 
which allows the glass to bend when pressing down on it after making a cut. 
This is particularly advisable when working on safety glass for automotive 
windshields as each sheet of glass must be cut and flexed on both sides before 
cutting the plastic with a sharp razor blade. Don’t overstretch the plastic. 


TIPS ON GLASS 


HILE glass as yet is not on priority, it has a definite safety 

value that should not be overlooked by service men when cars 
or trucks are brought in for other work. Especially, under the 
ODT’s truck conservation program, are service men afforded an 
excellent opportunity to contact truck operators on the need 
for replacing unsafe glass in their vehicles. Just as important 
in wartime as tires and axles, for instance, are the lives and 
well-being of the nation’s truck drivers and other workers. 

To many oldtimers in the business the instructions on these pages 
will be “old stuff’? for they have “been doing this for years.” 
However, numerous newcomers in the glass-cutting and installing 
field should find the data helpful in overcoming many of the 
obstacles with which these older men are well acquainted. 

Especially will this information come in handy to those workers 
who must cut and install glass in vehicles which do not have standard 
size windshields, windows, etc. It is important, too, to have the proper 
tools and equipment to work with in a glass shop because even 
the best are inexpensive. Good tools help make good work. 


Photos courtesy Libbey-Owens-Ford Glass Co. 
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Good cutters are essential to a good 3 Correct cutter grip is easier, quicker 

job. Buy the best and keep clean and and assures cleaner cuts. Take cutter 
free from dust by immersing in oil between the index and second fingers, 
when not in use. Use a sharp cutter; holding it with thumb and these two 
many cutters are equipped with quick- fingers as shown. Let the three open 
change wheels, making it possible to fingers of this hand rest on the glass 
remove dull wheel and replace it with you're cutting, or on the surface of 
new one in a few seconds. Throw the cutting table. Steadies the hand, 
away dull cutters that may break glass. enables following of pattern accurately. 


ma” 
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me 


6 


- 











There’s a trick in following patterns, 

but skill can be acquired with a 
little practice. Many glass men push 
the cutter to avoid hiding the pattern 
underneath the block. Place block-size 
glass over pattern, making sure that 
block size allows enough margin for 
the cutoff. Pull the cutter, if desired. 
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5 Running the cut. Using thumb pres- 
’ sure on the glass, when it is stand- 
ing on edge, as demonstrated above, 
is practical. However, laying the glass 
flat and using the tapping method to 
run the cut, proves more successful. 
Avoid excess pressure, since that often 
causes the edges to become chipped. 
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Good results are also obtained from 
the tapping method; there’s less 
chance of chipping. Corners may be run 
by flexing or tapping. Make sure that 
the run goes clear through each light of 
glass, regardless of which method is used. 


In cutting combination safety glass, 
it’s best to cut the heavy glass 


10 


first, making certain the run is clear 
Then cut the thinner glass. 


Cutting 


through. 


1 The horizontal rough - grinding 
wheel reduces chipping, providing 
the edges are first seamed. 


12 Smooth grinding is best done on an 
upright wheel with kerosene added 
to the water of grinding wheel. 


1 Seaming the glass or chamfering, 
reduces breakage because round 
edges are less vulnerable to chipping. 


1 Channel re- 
movers” are 
recommended for 
use in removing 
old glass. These 
hold glass securely, 
prevent breakage, 
avoid distortion of 
channels and elim- 
inate the danger 
of personal injury. 
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Running an edge cut. After making 

the cut on one side of the glass, run 
that cut out before turning the glass over 
and making the second cut. If this is 
not done, a vent will invariably occur 
along the first cut, glass experts declare. 
Make sure that run goes clear through 
each light of glass, in either procedure. 


This sketch shows how to make the necessary cuts 
over the pattern. Score and flex the glass to pattern 
size as indicated by the solid line. Then, after extending 
the cuts to the best advantage, as indicated by the dotted 
lines, flex or run the cuts. It is important that you make 
sure that each cut is run to the edge of the block size. 


A good pattern service represents a _ considerable 
investment. Therefore, it is important to protect these 
patterns against damage, and still keep them for imme- 
diate use. This pattern rack has vertical spaces which 
will accommodate up to 2,400 patterns, with typewritten 
tags showing the patterns which are stored in each space. 
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From the 
Technical Service Department 
ETHYL CORPORATION 


Facts and Flashes 


‘FROM THE WARTIME AUTOMOTIVE FRONT 


1600 West Eight Mile Road 
DETROIT, Michigan 


Still not much change in fuel antiknock value. Octane number remains about 
the same. Former outlook for marked decrease definitely not in prospect now. 
Spark adjustment only operation necessary for overcoming knocking complaints, 
but first be sure car is in good mechanical shape. 


Not being able to trade in for a new car is a new experience for thousands of 
motorists. Yearly "traders" who were likely to neglect many service opera-— 
tions toward close of year are good prospects for motor tune-up, changing 
lubricants in transmissions and differentials, oil filter unit replacements, 
air-—cleaner service and similar operations. 


New Ethyl laboratories for fuel and engine research, although not quite 
completed, are today in active service. Under construction when America 
entered the war, they were offered immediately to the government to aid in 
problems pertaining to military fuels and engines. Much of the work now being 
done will benefit peacetime transportation when the war is over, but prime job 


Today's necessity of making spark plugs last longer makes correct installation 
of new or cleaned and regapped plugs particularly important. If plugs are 
tightened too much, electrodes may be distorted and insulators may break. 

If not tightened enough, plugs will overheat, causing rapid electrode wear and 
possible breakage of insulators. Torque wrenches are best, but Army uses the 
following rule when such wrenches are not available: screw in finger—tight, 
then tighten one-half to one turn with a wrench. 


Suggested new slogan for tire conservation program: "If your tires are good, 
drive slow and save your rubber. If your tires are old, drive slow and save 


your skin!" 


Success of U.S. Truck Conservation Corps depends more upon continuous, 
range cooperation than initial enthusiasn. 


long 
Automotive men are urged to assist 


truck owners in making preventive maintenance programs a permanent part of 
their operations. 


"Oil is ammunition——use it wisely!" 
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Plomb Tools are weapons, too 


The way you use your tools today will affect some fighting 
man at the front tomorrow. It will hurt him if you use them 
carelessly—it will help him if you use them carefully. Fine 
hand tools like Plomb are weapons in this mechanical war, 
because nearly all mechanical production begins with them. 


i 


Do your part by taking care of yours. Here are some sugges- 
tions. Keep as complete an assortment as possible. Use the 
right tool for the job, and use it properly, to avoid damage. 
Keep your tools in good condition, and put them away safely 
after use. 


Now tools are more than screwdrivers and pliers and 
wrenches—they’re weapons that build most of those things 
so desperately needed for Victory. 


Plomb Tool Company, Los Angeles 
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Choose a 
work-bench 
to fit the 
work--Just as 
you would a tool 


a: 
A work bench should be Fig. 928 






chosen to fit the work. It ee ns 
should provide for maxi- SHOP EQUIPMENT @ Pat's. Pend. 


mum productivity by being of a convenient height, width 
and length. “Hallowell” Benches alone, come in 5 leg heights 
as well as in varied widths and lengths. Strength and rigidity 
are also of great importance. “Hallowell” Benches stay firm 
and rigid even without the bother and expense of bolting 
to the floor. 


There are over 1300 bench combinations available in the 
“Hallowell” line to choose from. Tops can be of smooth 
laminated wood, Masonite or if advantageous, of steel. 


Drawers, cabinet units and shelves can be provided to meet 
your specific needs. 


This Work-Bench “Travels to the Job’’ 


Here is a “Hallowell” Bench, ideal for 
service shop use. Move it from job to 
job and save time and steps. Casters on 
two legs allow it to be pushed around 
like a wheelbarrow. Handles fold away 
when not in use. 





Fig. 992 Drawer is Extra 
Pat'd. and Pat’s. Pend. 


It shows many of the other styles of benches available. 


STANDARD PRESSED STEEL Co. 


Ask for a copy of the “Hallowell” Shop Equip- 
ment Catalog. 


JENKINTOWN, PENNA,  8OX 684 
—— BRANCHES —— 
BOSTON + DETROIT + INDIANAPOLIS * CHICAGO + ST. LOUIS > SAN FRANCISCO 





Materials required include % in. 
and %6 in. No. 25 M. bronze rod, 
flux, one 2% in. and two 2 in. lengths 
of %6 in. steel welding rod, blowpipe 
and No. 4 tip; also bumper specimen. 





Since metal is thin, fracture need 
not be veed. Make bronze tack-welds 
at both ends of the joint, which may 


be diagonal (left) or square (right). 


Sis’ Stee/ Rod 
(2‘long) 
A 

| 6 Steel Rod 
2/2 Long 


Grind back of the bumper to remove 
chromium plating over a width of 
about 1% in. on each side of break. 
Line up and tack-weld parts. Fractured 
surface may be wire-brushed if rusty. 





Join end of a % 
to one of “splints” and tack-weld 
steel rod section across fracture on back 


in. bronze rod 


of the bumper. Repeat with other rods. 


Fillet Welds 
( Bronze) 





Locate the 2%-in. reinforcement across center of the break, and 2-in. sections 
Round “splints” speed penetration of bronze. 


close to edges of the bumper. 





Join each “splint” to bumper with 
two 45-deg. bronze fillet welds. Work 
bronze well under the splint as shown. 


Make a butt-type bronze weld, using 
%e in. rod. Build up this weld 


to about %6 in. thick and 1 in. wide. 
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|, BROKEN BUMPERS | 


ns. that bumpers and materials are scarce, service men should 
find a steady demand for repair of broken bumpers, as motorists 
seek to keep their vehicles in operation for the duration, safety- 
wise as well as appearance-wise. Herewith is presented a procedure 
for repairing bumpers, which uses a minimum amount of scarce 
materials yet provides safety and attractiveness. 





] Any shop, equipped for oxy-acetylene welding, can repair 
bumpers under this method, which consists of making a butt-type 
bronze weld at the fracture across the back of the bumper. For 

: ‘ added strength, the joint is reinforced by three short sections of 
steel welding rod embedded in the bronze. 


Average time required for making a complete repair—preparation, Clean bronze weld in usual manner. 

T bronze-welding and finishing—amounts to between 15 and 25 = vd = < P ae to = > 
? i i i : iscoloration. oth square 

minutes, depending on skill of the operator. Of this total, from diagonal-type jelnte (fight) are strong. 


10 to 15 minutes are generally required for tack-welding and 


joining the two parts of the bumper, while the balance of the > 
time is required for preparatory grinding and final buffing of ae SS oe 
bumper’s front to remove discoloration from chrome. tested in this machine. Uprig 


pipe has 100--lb. weight, which can 
Photos courtesy Linde Air Products Co. INQUIRY 416 be released from height of 8 feet. 
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C 


10 (A) Original bumper developed a 
deep crack from a 93%-in. drop 
of plunger. Abrupt failures near un- 
treated fusion welds resulted from drops 
on (B) butt-type and (C) spliced repairs. 








The Sperry-Cammen Adheroscope* proves in the Labora- *® LESS SLUDGE 
tory, what Amalie oils and lubes are proving dramatically y Legs cARBON 
ies dieee calli ecbiiaiee aliee through outstanding performance records. It is simply a 
1 withstood between 75 and 80% that they have greater oiliness than you could expect from WILL NOT CORRODE COPPER-LEAD 
of the maximum load of the machine. oils refined by less advanced methods. And oiliness is QR SIMILAR 
the fundamental quality that keeps any lubricant on the MODERN N. A L | 3 
job—doing a better job for longer periods. eye. 
Amalie oils are oilier to start with—because they're made BEARING ALLOYS “OTOP | 
from top grade Pennsylvania crudes. This vital quality i ase 
is fully safeguarded by the exclusive Amalie straight-run- Wa), 
refining methods.* i 





° . *The i ial Sperry-C 
Prove to yourself the advantages of Amalie oils and lubes. ddheroscope rates straight-run 
Pennsylvania oils highest in 


Write today for full details on these better lubricants. the field for oiliness. 





1 These reinforced bronze welds were 
hit by plunger from 8 feet. They 
bent, but showed no cracking or failure. 
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TODAY’S 
CARS NEED THE 
EXTRA SAFETY OF 


ARROW 


SEALED BEAMS 


Do your country a_ service. Install 
Sealed Beam lights on all pre-1940 cars 
instead of replating or replacing old type 
reflectors. War 
workers, doctors, 
and anyone else 
who want to 
keep their cars 


rolling need the Loe 
extra safety of 
this modern ff H tri ar 


lighting. You a) 
save valuable CG ud 
metal, too, be- Niatetis i 7 
cause in the an a fis 
Sealed Beam a ye 
unit the reflector 
is sealed in the 
glass, protecting it from the deteriorating 
effects of dirt and moisture. 


ARROW Sealed Beam Conversion Kits 
will change over the 
headlights of most 
mm trucks and passenger 
cars. They are easy to 
install and profitable 
to handle. ARROW 
Sealed Beam Driving 
and Passing Lamps 
can be mounted on 
the bumper and work 
automatically with 
present headlights. See 
your jobber or write 








direct to Dept. 144. 


ARROW 


SAFETY DEVICE CO. 


MEDFORD, 


N. J. 


Arrow Products Help 


Keep our 


Armed 


Forces Rolling. 
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Rimac Flexstone cuts 
like an abrasive stone 
— but you can bend, 
twist it. Won't break! 
Thin, non-brittle. 
Sharpest abrasives are 
pressed into flexible 
core. Easily fits tight 
places—smooths hard- 
est tungsten of plati- 
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ie eee 
Bend and Twist 


DRESSES 
GEST BS 


emacs e a sie Vt 


a abe; 


CONTACTS 


num iridium points. No short circuit. Send for 


new Rimac Tool catalog. 


RINCK - McILWAINE, Inc. 


16 HUDSON ST., NEW YORK, N. Y. 


RIMAC TOOLS 





x BUY x 


BONDS 


Your Country Needs 


Your Cooperation 


In Smashing the 


Aggressors 


Buy Bonds Today! 








Alignment Check Saves Tires 


Continued from Page 5 





4 Inflate or deflate tires according to 1 Scribe center lines of both front 
indications of bulge gauge checks. tires in preparation for toe-in check. 





Sight along front axle for evidence of 1 


Mea center line t ter line, 
any bend or twist in the axle itself. a , ir ae dea 


both front and rear of front wheels. 





Check tie rod ends for looseness. 1 Check tracking axle to axle measure 
Worn parts must be repaired. 


must be within %”. 





oy 


7° Check spring eaiiiie. clips and U- 1 4 Check camber angle. Correct trouble 
bolts. Check king-pin, wheel bearings. by bending axle or using shims. 





Spin wheel and feel for roughness in 1 Check king pin inclination. Errors 
bearings, hold the bumper lightly. of over .005 cause trouble. 





Check for run-out or wobble, chalk 1 Check caster. Conventional axle 
rim of spinning wheel. Allow %%”. correction, shim axle, straighten. 


ve 









Syuyyy ra 





1 Check steering gear for loose bush- 1 ’ Check toe-out on curves. If radius 
ings. Check center control arm. off, indication bent steering arm. 
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YOUR } 


BEST way to clean and 
recondition carburetors 





iL 





Since new carburetors, fuel pumps and dis- 
tributors no longer are available, it will pay 
you to urge your customers to 
have their present units recondi- 
tioned. But be sure you do this 
job faster, easier the NEW, 
speedy Oakite way! Thoroughly, 
quickly removes fuel residues 
and other foreign matter . 
leaves parts clean and bright, 
with fine color and finish. Write 
for details. Also ask for FREE 
36-page manual. 


OAKITE PRODUCTS, INC. 
40G Thames St. New York 
Representatives in all 
Principal Cities of the U. S. and Canada 


OAKITE rr aaa Tis 
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OF TIRE CONSERVATION 
1S WHEEL ALINEMENT AND BALANCING 


Most important tire saving procedure outlined in the 
O. D.T. is wheel alining! All other precautions are 
wasted unless...wheels are alined and balanced! In 

= wpe -in motor truck and eh oe 
. in eivilian automobile operation . r 


Rubber. Amy Mfg. Co., Rock Island, i. 


TEST 
T NAME IN SAFETY t 
a CRE ORRE CTION EQUIPMENT. - k 
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ELECTRICAL SPECIALISTS 
FOR 22 YEARS 


Manufacturers of 


ato eam lal es 

Electric Motor Grinders 
Battery Chargers 

Fast Battery Chargers 
Battery Testers 


Ua a 
ee sei lara yl kd 


4320 Duncan Ave., St. Louis, Mo. 
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NEW PRODUCTS oid 


Light oil, claimed 

to have unique 

properties of re- 

moving perspira- 

tion, water, oil and 

dirt from _ steel 

surfaces. Absorbs 

water, leaving thin 

film of oil and rust 
A 48-page illustrated book gives explicit - preventive. New oil 
suggestions on conservation of rubber 4° | \4- ; ., has many uses. 438 % : New honor roll pla- 
products in industry. Completely in- — que for honoring 
dexed and all mechanical rubber goods New permanent type ; New reflector lighting unit for fluorescent workers in armed 
are included. 430 of anti-freeze con- lamps, is made of hardwood, releasing Radiator fluid forces. Made of 

tains no alcohol, glu- \ steel for war work. Accessory housing keeps rust out plastic and wood, in 

Pocket size, paper-covered manual, cose, ethylene, glycol = is of steel. 440 onequartfill. 442 gold, red, blue. 443 
written for apprentice and student or acid, it’s claimed. f : 
mechanists on the care and operation Non-corrosive and f Muffler clamps now INQUIRY 518 
of a lathe. Contains essential “do’s’ odor-less and won't Py packaged two to eu ' = 
and “don’ts” with illustrations. 431 attack rubber hose box. Counter dis- A ; ‘ 
MAM or gaskets, it is said. play with each as- a ¥ \ say 
Manual on Made under two dif- sortment. Two- 
servicing ferent brands, one . piece, full-circle / ANYONE CAN DO 
aaa bane advertised _ hold to oe clamp seals muffler ATT, oe 
a rear 5 90° below freezing. iil <> and pipes even if = / - 
axles. Pro- ; ’ : ‘ Fully guaranteed. *. ipes are out of = : WRITE FOR FREE 
vides step- Hore’ Afew! Company is seeking ee ae oun, it’s claimed. = CAMELS SL 
by-step pro- pte more jobbers. 439 - 441 “ JOHN S.RAHN, 1330 N.CENTRAL AVE, CHICAGO 
cedure and is Peaposcinen ae ‘ 
profusely il- TRANSMISSIONS 
lustrated. and REAR AXLES INQUIRY 519 
Covers all a 
makes and 
models of 
cars and 
many makes 
of trucks 
from 1935 to 
1942, 432 


New edition of standard booklet on 
machining of aluminum. Part One deals 
with general machine shop practice; 
Part Two describes practices employed 


in automatic screw machine work. 433 : 

Motor truck operating record book : em 
contains necessary forms for keeping , 

accurate records of all fixed, operat- 


ing and maintenance charges for one 
year. Other data are presented. 434 


Increased use of diesel engines has 3 . _ | a f " tT om , 7 ig Va bee ka FL VOLUTIONILES 


resulted in the development of new 


“heavy-duty” lubricants for these motors. wie Oe ; mR 2 
New booklet gives details on proper Cra fn a i Fi mae Wis 
lubrication of diesels, describing in tay. oy Bhd #6 ] 
detail the operation and functions of : . i Fer)! 
these engines. Thirty-eight page book- | ff > | et 
let is illustrated. 435 Gi eo a = ‘ 


ee 


' 


P du h d- \ he ‘ ~ ge ae : . e . . 
ee apie ot a Protects tires against rubber’s most persistent enemies — 


welding design | ak & Gem & Z oil, grease, gas, air and sun rays —arrests oxidation — 


ae cmans ; retards deterioration! 


ed in seventh ; , 4 ie. ie 

edition, explains 4 te 

in detail various = 3 i ; 

methods and . . eae 

techniques used rE ee. MT enoinc 


in welding. Has Y 
1,308 pages and ; é p TRADE-MARK 


tons Bight occ | rT ey RUBBER SAVING SYSTEM 


tions of book 

covers wide sub- s ESS PER CAR is the new scientific rubber preserving process that brings your tire service up to today’s 

jects. Price in urgent needs. Prolatex is a PENETRANT— not a paint! It has a base of soya bean oil 

U. S. is $1.50: into which are compounded several materials known for their fine rubber preserving quali- 

elsewhere $2 per : ci ties. The Prolatex Tank-Dip method assure~ «n even application of Prolatex to every contour 
. Prolatex Exclusive an’ of the tire and tread and at the same tine. permits the Prolatex actually to penetrate into 

copy. 436 Dip Process permits uni- every pore, every cut and abrasion. Seals the rubber and provides positive protection 

form penetration on all against injurious outside elements. 
surfaces of the rubber and Your “Tire-Conscious" Car Owners Want These Prolatex Features: 


in addition, is many times : 
Keeps rubber elastic and resilient Positive seal against oil, gas, grease and air 


Guide to floor maintenance men in ore ee and abrasions tee deterioration 

° : # ’ . $s oxidation estores “new-tire” appearence 
=e foe covers on conf ng = Absolute protection from all sun rays Approved by Car Manufacturers 
nary tire paint. ree 


crete, wood linoleum, cork tile, rubber ve steps Prolatex the tire: (i » ; NO COSTLY EQUIPMENT $200 LABOR PROFIT 


and terrazo types of floors. 437 1. (above) Car is lifted and —_ You need to buy no costly—or scarce—equip- Prolatex dealers from coast to coast are making 
P a Tank ment to sell profitable Prolatex service. Your this handsome profit every month if they do only 
Prolatex Dipping ane floor jack or free wheeling lift is all the equip- -_ a on per 7. new I ous 
ire. 2. (rig ment you need! We furnish the special design nee Ie S moans ¢ monthiy sales 
placed under tire ’ pe g increase—with a net profit of $200 or 
Prolatex ae for cnly $6.50 — a very small ever all labor and material costs. Important 
part of the profit you make from your first profits to you from important service to the 


Car is lowered until tire is Prolatex order. car owner! 
: d 
immersed in Prolatex an * ji f h f 
scck Geind one wre $28.55° supplies you for $100 worth of PROLATEX SALES 
b 4 tion. 3. (left) Car is lifted The SPECIAL PROLATEX Profit-Starter DEAL* provides you with all the Prolatex 
\ b 6 tire dries quickly. equipment and material you need to sell $100 (40 cars — 200 tires) in Prolatex service. 
Your ccst is only $28.55 and you get all of this: 10 gels. Prolatex: 1 can White Well 
Prolatex; 1 gal. White Wall Cleaner; 1 special Prolatex - Tank with cover and brush— 
? 


plus the complete Prolatex Car Owner Merchandising K. 


—all for $28.55— 
$71.45 or more! sS—your protit 


Strong Selling Helps FREE with 
Your First Shipment 


ty of free selling helps 
art ll posters: folders, 


CALL YOUR JOBBER OR USE THIS COUPON, NOW! 


Frolatex Dealers get p | = 


big, attracting curb or wa 


TRANSMOTIVE LABORATORIES M2 
saving service! \ Chemicals for the Automotive Trade 
bber to show you the Prolatex Merchandis 2550 S. Michigan Avenue, Chicago, Ill. 
jobbe . 


ing Plan! the SPECIAL PROLATEX Profit-Starter DEAL for 40 cars (200 ti : 
aa) Rush sisting of: 10 gals. Prolatex; 1 can White Wall iio 1 ie $ §55* 
tds Wall Cleaner; Prolatex Dip Tank with cover and brush—plus the Pro- 
r N 0 "7 latex Car Owner Merchandising Kit—complete (f.0.b. Chicago) 
4 Name ; 


Address 


PROLATEX is made by ma 
the mokers of the fomous ity 


“LUSTRE CAR WASH SYSTEM lobber's Name 
“There, see what I mean?” “INCLUDES $6.50 Prolatex Dip Tank, cover and brush 
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EVERYBODY'S TELLING YOU 


Your Lubrication and Service Sales Must Increase during 1942 


WE'LL HELP YOU DO IT! 


What’s Wrong 
in this Picture? 


PLENTY! 


This mechanic is “waving goodbye” to a 

chance to win a satisfied customer— be- 

cause he is merely remedying an effect, 

rather than seeking and repairing the 
cause of the trouble. 








— 


“DID YOU FIX’ER UP?” ) 










“YES, SIR, ) 7 
YOUR BATTERY : oil | 
WAS LOW. WE Se : 

JUST RECHARGED \ ek ! 

IT. YOU'RE A 2. 

ALL SET NOW.” 


HEN A CUSTOMER SAYS, “My battery is low,” it 
may be a clue to important trouble. 
A man trained in Socony-Vacuum’s Modern Serv- 
ice Methods knows this. He’ll track down the real 
cause of the trouble. 

The result is—the customer gets genuine satisfac- 
tion from the work done. And it not only helps you 
to render better service, but also to increase your 
lubrication and service sales, too. We’d like to give 
you the full details on this business building plan. 












re a! 





II HM 


7\Gh Mt) 
We aa @: 
METHODS 





UNIQUE TRAINING COURS#— Everyone in your organiza- 
tion is trained in Modern Service Methods. This course is 
conducted by Socony-Vacuum specialists right at your shop. 
Movies, slides, charts and actual demonstrations are used. 


YOUR MARKET IS CAREFULLY SURVEYED to calculate the 
future growth of your business—to help you make plans. 


YOUR PRESENT LAYOUT IS STUDIED—We suggest im- 
provements in your equipment and in the arrangement of 


your establishment. It has been proved that just the proper 
arrangement of departments and equipment can affect 
sales tremendously. 


SALES PROMOTION— Socony-Vacuum offers you hard-hit- 
ting sales promotion pieces to push your specials—to bring 
in new customers for your services. 


Socony-VAcuuM Ot Co., INCc., and A fiiliates— 
Magnolia Petroleum Co., General Petroleum Corp. of Calif. 


WRITE TO CAR DEALER DIVISION —SOCONY- VACUUM OIL CO., INC., 26 BROADWAY, N. Y. C:, FOR FACTS ON 


' 


meee bata as 


MODERN SERVICE METHODS 





